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When the danger signal rings, the one who escapes injury is he 
who obeys the injunction to ‘‘Stop—Look—Listen.”’ 


This is surely the time for the Life Insurance Companies and other 
‘investors to hearken to that command. 


STOP! 


To preserve and perpetuate the safety and integrity of these great 
institutions, it is the supreme duty of the managers to place their 
surplus funds where absolute safety is assured. 

Some of the leading Old Line Life Insurance Companies have 
already during the recent critical years given preference to 


FARM MORTGAGES 


until today the Life Insurance Companies own about one-fourth 
of the entire output of farm mortgages in the country. 


LOOK! 


During the war—during the great financial panics—during every 
acute industrial depression, the farm mortgage has proven itself 
the O N E dependable security which has always been worth par. 


LISTEN! 


Why invest in anything else? 


We have sold farm mortgages for 36 years to some of the most 
conservative life insurance companies, holders of trust funds and 
discriminating private investors. 


Our superior service means your full protection. 


Send for booklet. 


THE F. B. COLLINS INVESTMENT COMPANY 


Paid Up Capital $500,000 Surplus $50,000 
OKLAHOMA CITY, OKLAHOMA 


Sales Office: 727 Monadnock Block, Chicago 
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To the Man Who is Willing—and Will 


We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 


We are prepared to offer unusual opportunities for money- °a98 
making NOW and creating a competency for the FUTURE. 135 William Street, New York. 


For Contracts and Territory, address 


H. M. HARGROVE, President - - - BEAUMONT, TEXAS 

















ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 


The F i reman 9 S Fu n d cleanest policies in the world; complete protection disability clause. 


—e THE AGRICULTURAL LIFE INSURANCE 
is in the front rank COMPANY OF AMERICA 


in fire, marine and FRANCIS F. McGINNIS, 


President, General Counsel and Founder 


automobile insurance. We are uriting at the rate of six millions a year and 


have a particularly attractive proposition for men with 
clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 








| SOUTHLAND 
The Actd Test for Strength, ‘ LIFE INSURANCE 


Liberality, Service and Low Cost eee = COMPANY 


DALLAS, TEXAS 
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IFE INSURANCE COMPANY ftett Ee EEE E j Over $66,000,000.00 
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HARRY L. SEAY, President 
ash aled le fel | LAWRENCE M. CATHLES, 
CAPABLE AGENTS WANTED © ||| 4 Vice President & Actuary 
aac {P. N. THEVENET, Secretary 
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GAIN the fire loss of the United 
States and Canada has exceeded 
$25,000,000 in a single month, the loss 
in September as computed by the Journal 
of Commerce having been $25,630,050, 
bringing the total for the first nine months 
to $233,231,575, or an average little short 
of $26,000,000 per month for the first 
three quarters of the current year. Up 
to the end of September the loss is but 
$36,000,000 below the loss for the entire 
year, 1919. The present outlook for 
a fire underwriting profit this year is 
therefore net nearly so promising as it 
was for 1919. at the same period of the 
year. 


HE arrest last week of Arlington T. 
Mead of the Preferred Accident and 
Health Association of New Jersey, which 
was instigated by the New York Insur- 
ance Department, is only one of several 
such occurrences in past years. Mr. 
Mead was stated to be soliciting insurance 
in New York without a license. The 
society of which he is the head is organ- 
ized under the New Jersey law relating 
to the foundation of charitable organiza- 
tions which contains a small paragraph 
allowing such organizations to pay out 
sick and ‘death benefits. The law only 
refers to organizations run without profit 
and was never intended to cover any in- 
surance operations. Nevertheless there 
are in New Jersey a number of such or- 
ganizations the apparent purpose of which 
is to run an insurance business and from 
which insurance business the manager de- 
rives his living. Those concerned in the 
apprehension of Mr. Mead allege that he 
had boasted that his association would 
within a few years do the largest health 
and accident business in the country. His 


association has a number of agents in 
New Jersey and was soliciting business 
by more than one representative in New 
York. His association published adver- 
tisements in two New York dailies solicit- 
ing insurance in New York. The New 
York Insurance Department also noted 
that Mr. Mead had chosen a name for 
his association very similar to that of a 
very well-known casualty company or- 
ganized under the laws of New York 
State. 
ciation is not required to report to the 
New Jersey Insurance Department, but 


It is understood that this asso- 


it would seem as though all alleged char- 
itable organizations which issue insurance 
policies or certificates should come under 
the supervision of the Insurance Depart- 
ment. If the law in that State is such to 
make supervision impossible, the law 
ought to be changed. 


UNDERWRITING AND INVESTMENT 
PROFITS AND LOSSES OF CASU- 
ALTY AND MISCELLANEOUS COM- 
PANIES IN TEN YEARS+* 


A 


derwriting and investment transactions 


TABLE presented herewith em- 
braces information as to the un- 


of the more prominent casualty, fidelity, 
surety, plate glass, and other miscellane- 
ous insurance companies doing business 
in the United States in the ten-year pe- 
riod, 1910 to 1919, inclusive. 

Of the ninety-three companies listed, 
some were organized subsequent to 1910, 
and in the cases of others the underwrit- 
ing and investment statistics were not 
available for the full decade. Hence, 
footnotes are attached to indicate the 
number of years’ statistics presented for 
such companies. 

The general result shows that upon un- 


* Copyright, 1920, by The Spectator Company, New 


York. 
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derwriting income earned in the last ten 
years by the ninety-three companies tabu- 
lated, which amounted to $1,524,108,409, 
there was an underwriting profit of but 
seven-tenths of one per cent. 

In the same period, however, the in- 
vestments of the companies yielded over 
$59,000,000, which amount was sufficient 
to pay the dividends of the American 
companies and the net remittances of 
foreign companies ($37,000,000), provide 
for a net increase in contingent funds, 
special reserves, etc., of over $6,000,000, 
and enable the companies to add $16,000,- 
ooo to net surplus, also permitting the 
addition of the entire underwriting profit 
to surplus. 

Sixty-seven distinctively casualty com- 
panies lost over $1,700,000 on their under- 
writing operations, or more than one- 
tenth of one per cent upon $1,195,000,000 
of underwriting income earned. In this 
group, the greatest percentage of profit 
for an individual company was 44.4 per 
cent, while the greatest loss was 653.9 
per cent, which was the experience of a 
company which was organized in 19109. 

The twelve fidelity and surety compa- 
nies made an aggregate profit of 4.1 per 
cent, with ratios ranging from a profit of 
32.2 per cent to a loss of 41.7 per cent. 

The four companies writing principally 
plate-glass insurance made a net loss upon 
their underwriting transactions of .7 per 
cent, their individual experiences ranging 
from a profit of .£8 per cent to a loss of 
2.0 per cent. 

In the fourth group are embraced a 
credit company, which made a profit of 
6.2 per cent on its underwriting; six 
live stock insurance companies, which all 
experienced underwriting losses, ranging 
from .4 per cent to 64.6 per cent; a 
steam boiler insurance company, which 
made a profit of 5.9 per cent; a physi- 
cian’s defense company, whose profit was 
5.1 per cent, and a title insurance com- 
pany, which made 11.3 per cent upon its 
transactions. 

A condensed summary of the aggregate 
results shown in the main table is pre- 
sented herewith: 


Underwriting income or prems. earned. $1,524,108,409 
Investment income and accretion 59,315,540 


Losses and underwriting expenses..... $1,513,615,222 

Dividends and foreign companies’ remit- 
tances 

Increase in contingent funds, ete..... 

Increase in net surplus 


Total 


37,061,319 
6,040,316 
26,707,093 


ivuweddbeiccedeweuegeeaga $1,583,423,949 


In looking over~the -main ‘table, “it is 
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UNDERWRITING AND INVESTMENT PROFITS AND Losses OF CASUALTY AND MISCELLANEOUS oe 
INSURANCE COMPANIES IN TEN YEARS, IQIO-IQIQ 
: Ratio 
Losses and Investment Increase (+-)or| Increase (+-)/Ratio Net} Ratio |Underw’g 
Under- Under- Under- Under- Income Decrease(—)in| or Decrease} Losses /|Expenses Profit(+) 
NAME AND LOCATION writing writing writing writing and {Surplus Cont’gt.Funds (—) in Incurred !Incurred} or Toss 
OF COMPANY. Income Expenses Profit. Loss. Accre- Earned Spec. Reserves, Net to Und. | to Und.| (—) to 
Earned. | Incurred. tion. Excess Special} Surplus. Income | Income} Und. 
Deposits, etc. Earned. | Earned.| Income 
a Earned. 
Casualty Companies. $ $ | $ $ $ $ $ $ $ % % % 
tna Casualty and Surety, Hartford. ...... 33,371,623] 32,845,105] 526,518) _...... 2,164,914) 2,691,432} —441,667 —211,546] +3,344,645) 47.8 | 50.6 41.6 
Etna Life, Hartford (Acc. & Liab. Dept.).. -{110, 191,573) 113,705 (605) is eh 3,514,032 5,572,808 2, 058.7 776 978,188 +501,133 +579,455 54.4 48.8 —3.2 
American Automobile, St. Louisf........... 4:795,664| 4'818,7 2 ee 23,075 97,826 74°751 84,000; —s........ . .. —9,249) 50.9 49.6 —.5 
American Indemnity, ’Galvestonh........... 2/473,285 2,552, 274 AeeeG es 78,989 268,655 189,666 —233,667 —55,457 +478,790} 49.2 54.0 ene 
American Old Line, Lincoln, Neb.h......... 651,190 682,685) Te. 31,495 57,277 25,782 50,000 —11,103 —13,115} 38.3 66.5 —4.8 
American Reinsurance, Huntingdon, Pa.g....| _ 590,450 562,753} 27,697) ss... . 95,438 123,135] | —275,000 +39;730|  +4358,405] 56.2 | 39.1 44.7 
Bankers Accident, Des Moines, Ia.h......... 1,594,769| 1,6 2,591) Teer ard 7,822 40,262 32,440 0 eee +2,440| 45.6 54.9 sins 
Bankers Casualty, Minneapolish............ 1,006,737 1,124,319) ...... 117,582 52,004 —65,578 DANS: | re —89,461 48.0 63.7 pl 7 
Brotherhood Accident, Boston ,Mass.vv...... 2, "914, ‘902 2,091,717 Pea) 58, 020 181,205 | er +96,205) 59.4 35.0 +5.6 
Columbian National Life (Accident & Health | 
ee yr Gc a 2,054,570} 2,123,296) ...... C8726) kcanes SOR7OG) 2 kaiiceel "eae eae —68,726| 51.6 51.7 —3.3 
Commercial Casualty, Newark, N. J.vt..... 11,811,684} 12,096,091; ...... 284,407} 497,067 212,650 —FOTB) secs ecae +219,735| 49.2 53.2 =A 
Commonwealth Casualty, Philadel phiaf..... 1 220, +4 1277 7 '376| Pate 57,368 21,679 —35,689 11,142 —83,818 +36,987 43.2 61.5 7 
Conn. General Life (Acc. Dept.), Hartford§.. 53 2,182, 323) RS 346,790 384 —346,406 —359,285 —293, 177 +306,056| 40.6 78.3 —138.9 
Continental Casualty, Hammond........... 36, 926 907} 229,949)  ...... 687,739} 917,688 912,000 +4, 062 +1,626} 45.5 53.9 6 
Eastern Casualty, Bostonk................ "678,624 sateleaxs 5,383 16,050 10,667 —114,860} ........ +125,527 43.5 57.3 ae 
Employers Indemnity, Kansas Cityi........ 1,933,048; ...... 51,301) 136,405 85,104 104, —289,738| +270,398| 48.5 54.2 —2.7 
Employers Liability, London............... 91, — 076} 2,930,567} ...... 2,573,202 5,503,769 4,345,824 +500,000] 657,945) 54.1 42.8 +31 
Equitable Life, New Yorke................ 3 7 ABA) ee, PAZBIO| ca es —142,879) +6,061 —148,940; 28.9 | 157.8 | —86.7 
European Accident, ee, ee 8, 329, °299 8,278,592 SOTOCl 8 kseewe 525,144 575,851 —154,260) +230,111 +800,000 50.8 48.6 +.6 
Federal Casualty, Detroit... 00... ....00. 3,613,434] 3,215,298] 398,136] 11.2! 74,137) 472,27: 404000, oo. eee: +68,273} 41.3 47.6 | +11 
Federal Life, Chicago (Ac. Dept.)f......... 1,061,997) 1,031,021 S0076); ...<.. 469 SEMIS) ase +1,482 +29,963} 48.5 48.6 2.9 
Fidelity and Casualty, New York... 2.02... 96,524,770| 96,928,889) .-+-| 404,119] 2,342,318 1,938,199 2,255,000 +180,836) —497,637) 47.1 53.3 —.4 
General Accident, Perth ney Kine eis Siew e tees iste 37,126,631} 39,416,935) ...... 2,290, 304 750,392} —1,539,912| —2,520,364 +347,131) +633,321 55.3 50.8 —6.1 
General Indemnity, ROCRERRETS «5.06 65:0:6:0 86:5'0 "127,033 70,680) SG2681 | oseosc8 85,084 | eee = area = eae +141,437 tee 55.6 +44.4 
Georgia Casualty, Maconj................- 9,466,670} 9,653,550... 186,880 195,832 8,952 —98,177 —14,711 +121,840| 53.8 48.2 —2.0 
Globe Indemnity, New Yorkvv............. 32,667,036) 32, 998 096 ee 331,060) 1 011,571 680,511 —732,145 +400,000 +1,012,656 51.0 50.0 —1.0 
Great Eastern Casualty, oe oe *9,662,446| 9,765,571) ...... 103,125 294,993 191,868 228,000 +7,473 —43,605} 42.4 58.7 i 
Great Western Accident, Des Moinesi....... 2:481,826| 2'383:: 598| U2.) ae 82,275 80,503 125,779 —622 +55,346| 37.7 58.4 +3.9 
Hartford Accident and Indemnity, Hartfordk| 23,764,354| 24.935,735) 1,171,381] 691,442 |—479'939| —1,600,000/ _........ +1,120,061 53.0 51.9 —4.9 
Indemnity Co. of America, St. Louisf....... 1,243,090) 1,342,901; —...... | 99,811 57,379) A ee ecicall. 80 Gae eeae 2432! 57.6 50.4 —8.0 
Inter Ocean Casualty, In’ianapolis, Ind..... 3,093,776 3,006,222) es | 85,338 172,892 55,000 +29,745 +88,147 42.2 55.0 +28 
Interstate Casualty, Birminghamh.......... 1,769,173 1,831,942) ...... 62,769 98,394 35,625 27,000 +12,863 —4,238 59.9 43.6 —3.5 
Kansas Casualty and Surety, Wichitaz...... 1,604,498 1821. - | eee 217,435 116,045 —101,390 —63,421 —56,147 +18,178 55.2 58.4 —13.6 
London Guarantee and Accident, Londan. 55,526,410} 55,180,455) 345,955] =... .. . 1,498,950 1,844,905 68,190} +1,018,140 +758,570| 57.8 41.6 +.6 
London and wancashire Indemnity, N. Y. hh... 7,718,550} = § S,298,261)| oe nke ts 1,579,711 776,776 —802,935| —1,755,596 414! ‘000 +812,661 60.0 60.5 —20.5 
Loyal Protective, Boston.................- 5,674,259 5,570,202} WODOET| ca vices 134, 974 239,031 90,000 —2,579 +151,610 60.9 37.3 +1.8 
Manufacturers Liability, Trenton7.......... 6,281,637 5,532.25 96 | 749,381} ...... 252,958 1,002,339 600,962 +76,030 +325,347 66.6 21.5 11.9 
Maryland Assurance, ye mace PCN es iN 3,031,403 oe?) oo) Ie bs | ri —481 153 TS —6,038 —475,115 55.2 60.6 —15.8 
Maryland Casualty, Baltimore............. 84,944,540! 83,364 1186) 580,354; ...... 2,340,583 3,920,937 489,693 +426,189} +1,005,055 51.0 Ps | 41.9 
Masonic Protective, Worcester............. 6,296,130 6,300,176) ...... 4,046 135,094 131,048 70,000 —1,9 +63) 029 61.3 38.8 —.1 
Massachusetts Accident, Boston........ s+++| 3,516,420} 3,367,645 MST7O| osx aes 75,429 224 204 122,500 +42,958 +58,746 44.7 51.0 +4 .3 
Merchants Life, and Casualty, Minneapolish. . 649,965 641,016 rere 38,834 47,783 80,000 —3,970 —28,247 37.2 61.4 +1.4 
Metropolitan Life, New York (Acc. Dept.)f..| 1,642,169] 1,737,001) —....... 94,832 120 —94,712; ...... +937 —95,649| 90.0 15.7 —5.7 
National Casualty, Detroit................ 7,199,057 7,062,182 NSGSIO) ksanes 141,098 277,973 260,000; =. wo oe we +17,973 42.3 55.8 +1.9 
Nationa Life, U.S. A., Chicago (Acc. Dept)k} 5,611,840} 5,508,087 03758), cece 6.817 cele 1) i——O ee (nn errr +110,570| 33.6 64.6 +1.8 
National Protective, Dorie ice 156,298 oot ] ee 192,745 11.216 —181,529 —164,094| ._.......... —17,435} 115.5 107.8 |—123.3 
New Amsterdam Casualty, New York...... 19,119,825} 20,283,870) ...... 1,164,045 611,603 —552,442 —105,700 —631,114 +184,372 54.6 51.5 —6.1 
Niagara Life, Buffalo (Casualty Dept.)i..... 112,559 13€,104) ...... 26,545 RRS PERS) ceacal  “asiccscen —26,545| 71.0 52.6 | —23.6 
North American Accident, Chicago......... 12,558,790 12,618,871| Cre. 60,081 293,704) 233,623 340,000 +3,900 —110,277; 42.1 58.4 = 
North American Life and Casualty, Minne- | 
apolis (Casualty Branch)i............... 276,661 274,700) 1 | rere 14,517 16,478 —19,524 +21,271 +14,731) 44.5 | 54.8 heb 
Norwegian Globe, Christianiaf............. 6,464,397 iankaaal Baer 426,835] 239,013] —187,822 500,000 ee +312,178] 51.2 | 55.4 | —6.6 
Norwich Union Indemnity, New Yorke...... 6,086 45 ’879| ae 39,793 26,314 —13,479 950000] sea scves +536,521 39.3 714.6 |—653.9 
Ocean Accident and Guarantee, London... .. 59,818,862) 57,571,670) 2,247 192 hii 2,011,721 4,258,913 2. 868,500 +1,851,895 —461,482 53.0 43.3 +3.7 
Pacific Mutual Life (Acc. Dept.), Los Angeles.| 18,041.235| 17'706,359| "334 ond ere 993,831 1,328,757 1,192,313 —84,146}  +4220,590) 45.5 52.6 +1.9 
Preferred Accident, New York............. 22,062,668} 20,666,430} 1,396,238} ...... 1,078,696 2,474,934 1 575, 000 +580,619 +319,315 43.1 50.6 +6.4 
Red Men’s Fraternal Accident, Westfieldi.. 242,825| 209,060 BS TOG Gatun 28,181 61,946 30, —80 +32,026) 45.6 40.5 +13.9 
Reliance Life, Pittsburgh (Aec. Dept.)h.. ... 425,419} 376,148 49,27 1 ere Ns eee 49,271 1,567 —44,790 +92,494| 50.5 37.9 11.6 
Ridgeley Protective, Worcester............. 4,550,252 4,584,589} ...... 34,337 134,917 100,580 80,000 +3,323 +17,257 62.9 37.8 —.7 
Royal Indemnity, New Yorkw............. 33,980,313] 34,738,128) ...... | 757,815} 1,079,874 322,059) —561,084 +722} +882,421) 52.0 50.2 —2.2 
Stadaard Accident, Detroit................ 40,340,429) 40,721,702) ...... | 381,273} 2,197,304 1,816,031 1,347,500 —3,02' +471,555) 53.1 47.8 —9 
Travelers Equitable, Minneapolisf.......... 219,497 194,280} ve EY | re 16,066 AE, | ees ree Ree +41,213 43.3 45.3 +11.4 
Travelers, Hartford (Accident Dept.).. - |187,013,560} 185,156,710} 1,856,850} ...... 7,306,084 9,162,934 6,670,000 +1,587,361 +905,573| 52.7 46.3 +1.0 
Travelers "Indemnity, FORSIEOTG... 5 000.0:0:000+ 16,899,563 | 17, 164, 385} eR: 264,822} 1,126,984 862,162 410,000 +107,977 +344.185 43.1 538.5 —1.6 
United States Casualty, New York......... 25,135,553) 25,759,697} ...... | 624,144 813/110 188,966 575,000 —111,034 —275,000} 55.1 47.4 —2.5 
United States faye le New Yorke....... 19,613} 45, 781| .aistetaet 26,168 —8'118 —34,286 50,000; nce +15,714 50.0 183.4 |—133.4 
Western Casualty, Chicagog............... 2,623,721 1,707, 999} te 2] 81,433 997,155 LOOG DOO) kiisotisces —2,845 56.0 9.1 +34.9 
Zurich General Accident « Lisbiiity, Zurichk.| 15,587,068} 16,135, Li) oe | 548,100 566,420 18,320 —1'253, 374 +275,000 +996; 694} 57.4 46.1 —3.5 
Totals (67 Companies).................. 1194,890,118|1196,594,305, ...... *1,704,187|*42,775,096| *41,070,909| *17,731,192) *+6,491,879 |*+16,847,828| 47.4 52.8 —.2 
Fidelity and Surety Com panies. | 
American Surety, New York............... 33,902,056) 30,376,092; 3,530,914; ...... 1,737,637 5,268,601 6,475,000 +170,787| —1,377,186} 23.5 66.1 +10.4 
Capital City Surety, Albany, N. Y.4........ "82 4, '318| 723,744 100,574 re 56,328 56,902 BONO) iissssisisecs +71,902} 24.2 63.6 +12.2 
Fidelity and Deposit, Baltimore............ 51,683 002 49,084,438; 2,598,564) ...... 3,181,174 5,779,738 4,720,000 +1,299,101 —2. 239, 363 38.2 56.8 +5.0 
Guarantee Co of North America, Montreal. .| 2002,265| 1,772,815! 2291450) 111... 506,655 736,105 613,400 —53,0 +175,719} 21.0 67.6 | +11.4 
International Fidelity, Jersey City.......... 2,101,419} 1,425 "728 | 675,691; ...... 253,583 929/274 195,000 +54,211/  +680,063) 36.6 | 31.2 | +32.2 
Iowa Bonding and Casualty, Des aid. 376, 292) 533,075 sieeelos 156,783 133,373 Seer <ssarrsish’ © siemmmeis —23,410 42.3 99.4 —41.7 
Lion Bonding and Surety, Omahak......... 1 301 618} 1,993,332} 12122! 101,714} 100,251 —1,463| —119,610 +8,394|  +109,753] 26.7 | 78.6 | —5.3 
Massachusetts Bonding, Boston............ 33 385, 304 34,669,595) ...... 1,284,201 994.136 —290,065 —211,692; _........... —78,373 52.7 Bs | —3.8 
National Surety, New York................ 41.6 53,874| 37 004,751} 4,099,123} ...... 2,353,772 6,452,895 2,305,000 —294,760| +4,442 "655 81.5 58.7 +9.8 
Southern Surety, Des Moinesvv............. 13,260,461| 14,058 er] ere 797,788 530,044 — 267,744 —627,572 —67 325 +497, 153} 51.5 54.5 =6. 
U. S. Fidelity and Guaranty, Baltimore... .. 89,067,623} 87 346,657 | | 1,720,966} ...... 2,593,573 4,314, 539 2,120, 000; —1 669,106 +3,863,645 48.1 50.0 +1.9 
United States Guarantee, New York........ 2,466 701 1,953, 144 BAGDOT!  - aicaaer 255,869 769,426 40,000 +71,971 +451,455 17.5 Gt.7 +20.8 
Tota's (12 Companies).................. 27 272,615,023) 261 ,486,620/*11,128,403} ...... *12,696,395) *23,824,798| *15,794,526 *—473,741| *+8,504,013] 40.5 55.4 +4.1 
Plate Glass Companies. | | 
Lloyds Plate Glass, New York............. 6,167,741) 6,115 5,853 | BLBSS) knkave 225,481 277,369 SQUQGO) ate sisisncens —213,631| 42.4 56.8 +.8 
Metropolitan Casualty, eC ee | 7,725,925] 7, cyt.) on 44,664 214,670 170,006 280,000 —20,001 —89,993) 43.8 56.8 —.6 
New Jersey Fidelity and Plate Glass, Newark) 6,549,664) 6,581,471, |... | 31,807) 400,024 368,217 FOEOOD —keescece +73,217| 49.9 50.5 —.4 
New York Plate Glass, New York.......... 6,965,860) 7,151,303) ...... | . 185, 443 188,724 3,281 ZAG OOO biscsisiees —242,719) 48.0 54.6 —2.6 
Totals @ Companies) ........0.csecccees | siaaeecahd 27,619,216; ...... *210,026; 1,028,899 818,873 1,312,000] —20,001 —473,126} 46.0 | 54.7 | —.7 
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UNDERWRITING AND INVESTMENT PROFITS AND LOSSES OF CASUALTY AND MISCELLANEOUS INSURANCE COMPANIES IN TEN 
YEARS—1910-1919—C ontinued 
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| 
| | | Ratio 
| | Losses and | | Investment Increase (+)or/Increase (+-)|Ratio Net} Ratio | Underw’g 
| Under- Under- Under- Under- Income | Decrease(—)in| or Decrease | Losses _|Expenses| Profit‘ +) 
NAME AND LOCATION | writing writing writing writing and tSurplus | tDividends |Cont’gt.Funds (—) in Incurred |Incurred| or Loss 
OF COMPANY. | Income Expenses Profit. Loss. | Accre- Earned. Incurred. | Spec. Reserves, | Net to Und. to Und.| (—) to 
Earned. | Incurred. | tion. | /Excess Special} Surplus. | Income | Income | Und. 
| | | Deposits, etc. | | Earned. | Earned. | Income 
| a | | Earned. 
= r ; | | | | ; 
Miscellaneous Companies. | $ $ $ $ | $ | $ | $ | 3 | $ | % % % 
American Credit Indemnity, New York..... | 7,626,635} 7,153,238] 473,397 | nae | 401,537 874,934 259,000 +24,972) +590,962 45.0 48.8 +6.2 
( apital Live Stock, Topekag LhiLceeeeeeRRees 144, 139 by || re 93,136 51,458 41,078) ~194, 202, ccccewce +152,614| 129.7 34.9 —4 .6 
Hartford Live Stock INGW VOERRs « « oc<é0s0s 648/154 CEIG . fewnses 25, 679] 33,773 8,094) —400,000;, ww eases +408,094 61.7 42.3 —.4 
Hartford Steam Hotler, Pratitard .....os.064% 16,911,630} 15,908,100] 1,003,530} =... 1,924,436 2,927,966) 2,480,000) +19,106 +428,860. 9.7 84.4 +5.9 
low a State Live Stock, Des Moinesh........ 984,213 Ay 7 4 re | 136,104 44,533 —-91'571| BOGOR kv eecces —b 020) 55.5 58.3 —13.8 
Kaskaskia Live Stock, Shelby ville, Ill.4.....| 276. 408) Vig d oer | 1,526 31,565 30 1039) 19,281} —1,542) +12,300} 46.7 | 53.8 —.5 
Medical P o ec-ive, Ft. Wayne.........+... 1,474 ,017| 1,398,667 | TBO a cael | 127,400 202,750} 46,316 —265 +156,699) 41.2 | 53.7 | +5.1 
Nebraska Live Stock, COBEN 6 cccsicce eects 66,695} 83,099 Saree | ——_ 15,454 —950! —~—S ls atewees +1, 325} 60.2 64.4 | —24.6 
Real Estate Title, Minneaolis.............. 166, 469) 147,716| j +. | | ree 35,662 54,415) 0) ere —3,585| 8.7 | 80.0 | +11.3 
Standard Live Stock, Indianapolis§......... 895,418) 914,602} ...... 19, isi| 149,332 130,1 48 43,121 —91 +87 ,118| 49.7 | 52.4 | —21 
Totals: (10: Companies) so'.ii¢ 66. icceccsweesie 29,194, 078) 27,915 081) bd yt. 1) / | re | 2,815,150 *4,094,147; 2,223,601 +42,179| *+1,828,367| 25.2 70.2 | +4.6 
1 | 
Grand Totals (93 Companies)............ 115: 24,103, wat 11513 ,615,222|*10,493,187; = ......} *59,315,: 540 *69,8U8, 727 °87,061,319) *+6,040,316) *-+-26,707,092 45.6 | 53.7 | +.7 
al 


* Net. 
indicates surplus paid in by stockholders. 
a Premiums earnea in years prior to 1910. 
Lancashire Guarantee and Accident, Toronto, in 1915. 


b Life department. 


e One year. 
Figures include five years and nine months for that company. 


1 ! | 


4 Amounts of foreign companies in div idend column represent net 1 remittances to or (—) net receipts fr from ho ne of »ffices. 
t Minus sign (—) in surplus earned column indicates combined underwriting and investment loss. 
i Five years. 
vv Nine years. 


f Two years. g Toree years. 4 Four years. 





Amounts for American companies precedea by minus sign (—) 
§ Eight years. ‘4 Premium on stock sold, less dividends. 
j Six years. k& Seven years. shh Succeeded London and 





noted that fifty-two of the ninety-three 
companies made underwriting losses in 
the periods covered by their statistics 
The companies tabulated in 
1917 showed an underwriting profit for 
the decade ending with 1916 of nine- 
tenths of one per cent. In the decade 
ending with 1917, the profits declined to 


as shown. 


seven-tenths of one per cent, and to six- 
tenths of one per cent in the decade end- 
ing with 1918, while in the ten-year period 
which closed with 1919 the profit was 
seven-tenths of one per cent. A percent- 
age of profit on such tremendous trans- 
actions, which naturally involve enormous 
risks, amounting to considerably less than 
one per cent of the turnover cannot give 
much satisfaction the stockholders, 
whose money is invested in the business, 


to 


companies are to continue to bear the 
burdens which cannot well be carried by 
individuals, and to pay claims as promptly 
as they arise, they must receive sufficient 
premiums to enable them to do this, to 
provide the legal reserves required, and 
to afford some reasonable compensation 
to the stockholders. It is also desirable, 
from the viewpoint of policyholders, that 
surplus funds should be steadily in- 
creased, in order to qualify the companies 
to meet such an emergency as arose re- 
cently during the epidemic of influenza. 
NCREASING automobile license fees 
so as to provide a State compensation 
fund for all victims of motor accidents 
is the substance of a proposal recently 
advanced by John R. Shillady, executive 


automobile owners, have always been 
prejudiced against them in favor of the 
victim. There seems to be no reason 
to believe it would do much toward the 
prevention of accidents; in fact, it might 
increase them. Stock insurance compa- 
nies are pushing automobile insurance, 
including personal liability, to the best of 
their ability and it is being accepted by 
all honest men. As for other drivers who 
will neither insure nor accept their liabil- 
ity, it is a case where prevention is much 
more to the point than alleviation. Why 
not stop accidents by using greater care 
in the granting of licenses, rather than 
try to foist socialism on the American 
people in such a disguise? 


HE New York marine insurance mar- 


nor does it stimulate the investment of director of the National Consumers ket still seems to be suffering from 
new capital. League. Mr. Shillady compares his plan ¢@ combination of handicaps. No one will 


The general casualty companies show 
rather badly in the table, and the several 
catastrophes in the last few years which 
have affected the plate-glass companies 
have produced bad results for that class 
of companies, 

The companies whose experience is set 


with workmen’s compensation laws. He 
apparently labors under the impression 
that it is as difficult to obtain damages 
automobile owner as from an 
He does not be- 


from an 
old-fashioned employer. 
lieve that prison sentences and fines pay 


hospital bills. So he suggests his remedy. 


admit that the objections recently raised 
by foreign companies to the New York 
State laws form the main cause of the 
present dissatisfaction with the outlook, 
and yet this is not improbable. The rein- 
surance feature, perhaps, is a good deal 
at fault, and the matter of foreign ex- 


forth supply indemnity which is much What else than social insurance would change is another adverse factor, while, 
needed, and would be greatly missed by such a scheme be? How many fewer * has frequently been stated, too many 
many millions of our citizens, and which reckless drivers would there be? Why OW1!EeTS of American vessels are placing 


is a necessity for the business commu- 
nity. This is proved, of course, by the 
vast volume of business transacted, and 
which is increasing from year to year. 
That the companies as a whole have 
transacted their business for less than one 
per cent profit on premiums, indicates that 
they have not been sufficiently remuner- 
ated for the risks assumed. 

Policyholders must realize that if the 


should the many careful drivers who sel- 
dom have accidents be required to cover 
the reckless ones who, having been forced 
to take out insurance, would only become 
the more reckless? In what way can it 
be consistently compared with workmen’s 
compensation insurance which forces em- 
ployers to accept a liability they might 
not otherwise recognize? The courts 
have always recognized the liability of 


§ 


their hull insurance with foreign compa- 
nies for reasons too well known to need 
recapitulation at this time. The local 
market is plainly in a feverish condition 
and complaints are widespread. 








Has the Street Money?—Evidently some 
people think so, because at the northeast corner 
of John and William streets a new bank has 


been opened. We may not think we have 


but evidently other people do. 


money, 
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CURRENT EVENTS IN LIFE 


INSURANCE 

















Provident Life Agents Meeting 

The annual meeting of the General Agents’ 
\ssociation of the Provident Life and Trust 
Company was held at the home office building, 
at Fourth and Chestnut streets, last week. 
President Osa S. King addressed the agents 
at the first meeting and said that insurance 
agents cannot be classed as profiteers. Despite 
the great increase in the cost of living, insur- 
ance agents, he said, have not asked for in- 
crease in commission or premiums, 

The ideal general agent was discussed by 
Samuel G. Landon of Harrisburg and Matthew 
Walker of Philadelphia. A general business 
session was held in the afternoon, at which 
Vernon B, Swett of Boston, president of the 
association, presided, and the various commit- 
tees were appointed, 

At Tuesday’s session Alfred Matthews of 
San Francisco opened the proceedings with a 
talk on “The Selection, Training and Start- 
ing of the New Agent.” Discussion on this 
subject was opened by Joel T. Traylor of In- 
dianapolis. James H. Cowls of Denver spoke 
on “Training,” and Alvin G. Herrmann of St. 
Paul on “Starting.” 

The following were elected officers for the 
ensuing year: President, Samuel G, Landon 
of Harrisburg; vice-president, Seward V. 
Coffin of Albany; secretary-treasurer, Willard 
K. Wise of Reading. 

On Wednesday there was further discussion 
of general agency problems and reports of the 
various committees were received. 


THE FORCE OF A GOOD EXAMPLE 


A Leaflet Containing Testimonials Regard- 
ing Life Insurance by Presidents, Presi- 
dential Candidates and Other Leading 
Citizens. 


Under the title “The Force of a Good Ex- 
ample,” The Spectator Company has published 
a sixteen-page illustrated leaflet containing let- 
ters of endorsement of life insurance by a large 
number of leading citizens and business men 
who are each carrying insurance policies total- 
ing $50,000 or more. 

Among the persons whose testimonials ap- 
pear are Senator Warren G. Harding, Republi- 
can nominee for president; Governor Calvin 
Coolidge, Republican nominee for 
president; Governor James M. Cox, 
cratic nominee for president; President Wood- 
row Wilson, ex-President William Howard 
Taft, the late Colonel Theodore Roosevelt, and 
the late Grover Cleveland. There are many 
other men whose names will be readily recog- 
nized as leading merchants, manufacturers and 
professional men of the country, 

This leaflet is most effective in convincing 
the doubtful prospect of the inadequacy of his 
Companies, managers, gen- 


vice- 


Demo- 


present insurance. 


eral agents and solicitors will find it useful and 
productive of good results to freely use “The 


l'orce of a Good Example” in enclosing with 
premium notices and correspondence with pol- 
icyholders as well as in handing to prospective 
policyholders. 

The cost per copy is 15 cents; 50 copies, $4; 
100 copies, $7; 500 copies, $25; 1090 copies, $40; 
5000 copies, $175; 10,000 copies, $300. 

Orders should be sent to The Spectator Com- 
pany. 


CHINESE FINANCIER VISITS UNITED 
STATES 


G. B. Taye of Singapore Has Large Insur- 
ance and Other Interests 

A few weeks ago, G. B. Taye of Singapore, 

Straits Settlements, called at the office of THE 

SpEcTATOR while in New York on his way to 











Lire UNDERWRITER FINANCIER OF 


AND 


SINGAPORE, StTrRAIts SETTLEMENTS 


He had crossed the Pacific to Van- 
San Francisco and 


England. 
couver, and had visited 
other Western cities prior to his arrival in 
New York, it being his first visit to this coun- 
try. Mr. Taye was educated partly in China 
and partly at Eton College, near London, Eng., 
and speaks English with great fluency. 

He is now one of the most important and 
successful of native Chinese financiers. In 
1901, at the age of eighteen, he became con- 
nected with the China Mutual Insurance Com- 
pany (which was organized in 1808), with 
which company he remained until September, 
1919, when he resigned in order to organize 
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the Orient Insurance Company at Singapore, 
with a capital of $10,000,000 (Straits Settle- 
ments money). In 1918 Mr. Taye personally 
wrote life insurance to the amount of $1,000,- 
000, Straits Settlements money, equivalent to 
$400,0co American money, which will be recog- 
nized as particularly good work for a native 
Chinese to write for a native life company. 

While in this country, Mr. Taye bought 
forty-two automobiles for use in the system of 
garages which he operates in British Malaya. 
He finances these garages, and has them oper- 
ated by residents in their respective communi- 
ties. He also takes with him the agency of 
one of the best known cars. 

On his return home, Mr. Taye will actively 
begin the organization of a $50,000,000 bank at 
Singapore. He states that there are now about 
thirty native life insurance companies and 
fifty native fire insurance companies in China. 
There are also numerous foreign companies 
operating in that country. There are a few 
Japanese companies which do some business in 
China, principally, if not entirely, with natives 
of Japan. The Shanghai Life Insurance Com- 
pany, while organized with Chinese capital, is 
reported to be under American management. 
Journal of the Chartered Insurance Institute 

The Chartered Insurance Institute, which 
embraces in its membership numerous insur- 
ance institutions throughout Great Britain and 
Ireland, has published the twenty-second an- 
nual volume of its Journal, under date of 1919. 
This embraces the report of the twenty-third 
annual conference, held at Edinburgh, June 20, 
1919, and contains a list of member institutions, 
a financial report, lists of subscribing offices, 
fellows, etc. 

It also contains papers of interest to insur- 
ance officials and students, including the fol- 

“Accumulation in Fire Risk,” by 
James Robb; “Fire Risks from a Chemical 
Standpoint,” by W. G. M’Millan; “Policy Con- 
ditions and Their Bearing Upon Loss Settle- 
ments,” by Wm. Montgomery, Jr.; “Tanning 
and Currying,” by George Chappell; “Tariff 
Legislation and Risk Improvement,” by F. J. 
Kingsley: “The Average Condition of a Fire 
Insurance Policy,” by Samuel J. Pipkin; “The 
Economics of Insurance,” by J. M. M’Cand- 
lish; “The Ethics of Insurance,” by T. E. 
Young, and “The Growing Fire Hazard of 
Ceneral City Districts, and the Means by 
which it may be Diminished,” by D. L. Laid- 


lowing: 


law. 

This volume includes 258 pages, and has a 
complete index to all of the twenty-two 
volumes issued, thereby facilitating prompt 
reference to the various topics presented in 
discussion. The work sells at $3.00 per copy, 
and orders for the twenty-second and preced- 
ing volumes should be addressed to The Spec- 
tator Company, New York, 
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The Prudential Insurance Semone a America 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW JERSEY 





HOME OFFICE 
NEWARE, N. J. 




















SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, wa our 5% Farm Mortgage Bonds. 
rite for Particulars 
GARY NATIONAL ASSOCIATES COMPANY 
Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 




























THE COMPANY WITH THE PYRAMID 











NEW HAMPSHIRE 


eee \ il 
FIRE INSURANCE CO. 







































































5.7258. 508 34 654.504 8: 

i 6.097. 887.20 .700,761.60 | 

6.250, 826.89 .703.433.67 1 

| 6.350, 079.09 725.713.78 \ 
pL 6.515. 820.s¢ .006, 944.79 \ 
[_ 6.969. 872.54 90.428.4) |} 
[. 7. 383,893.68 .112, 189.53 \ 
[_ 8.011, 409.82 137,302.08 \ 
L._9,054,147.84 .513,380.92 \ 




















TOTAL LIABILITIES $5,040,766.92 
POLICY HOLDERS SURPLUS $4, 013,380.92 











ALTIMORE LIFE INSURANCE COMPANY 
SALTIMORE, MD. 


WILLIAM O. MACGILL, PREsIDENT. 


Agents desiring to connect themselves with a solid and progressive, yet conservative 
Life Insurance Company, can address S. D. Powell, Secretary, giving references. 
Industrial and Ordinary Life Insurance polic'ss issued upon all attractive forms 
of policies. 
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THE IMPORTERS AND EXPORTERS 
INSURANCE COMPANY 
of New York 


«7 South Willian Street a 
N.Y. : 
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Cleveland, Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








Five Vice-Presidents of $100,000 Club 


At the annual meeting last month of the 
$100,000 Club of the Manhattan Life it was 
decided to alter the qualification basis for the 
vice-presidents and to raise the number of the 
latter to five. The first three will qualify on 
volume of business as was the case this year, 
the fourth vice-president will hereafter be 
ranked as the producer of the largest amount 
of premiums, and the fifth vice-president will 
be that club member who secures the largest 
number of applications. 

The change met with 
among the agents. 

It was agreed also that twelve applications 
should be the minimum requirement for mem- 
bership in the club, thus ruling out the one- 


general approval 








CHICAGO 
NATIONAL LIFE 
INSURANCE GO. 


10 South La Salle Street 


NOW ORGANIZING 


AN ILLINOIS COMPANY OWNED BY 
ILLINOIS CAPITAL—MANAGED BY 
LIFE INSURANCE MEN 




















case men and making the competition more in- 
teresting. 

The club 
Denver, Colo, 


will hold its 192t meeting in 


LIFE PRESIDENTS TO MEET 


Review of Seventy-five Years to Mark 
Fourteenth Annual Convention 

The Association of Life Insurance Presi- 
dents will hold its fourteenth annual conven- 
tion at the Hotel Astor in New York on De- 
cember 9-10. The addresses and discussions 
at this year’s meeting will be grouped around 
the theme “Seventy-five Years of American 
Life Insurance—A History and Prophecy of 
the Nation’s Growth,” according to the an- 
George T. Wight, secretary 


nouncement of 


and manager. 


Life Premiums by Instalments 

W. J. Bryden, actuary for the Kansas Insur- 
ance Department, is planning a general order 
to life insurance companies requiring them to 
establish the same basis for payments of in- 
stalments under life policies as are provided 
for under lump sum settlements. The policies 
are written upon a basis of three and one-half 
per cent reserve, but if the settlements are 
made in installments some of the companies 
inake the payments upon a basis of a three per 
cent reserve, thus penalizing the policyholder 
for accepting the payments at regular inter- 
vals instead of collecting it all at one time. 
The department feels that this is wrong and 
that both kinds of settlements should be upon 
the same basis and it proposes to require it of 
all companies. 


New Life Company in Arkansas 

The Union Life Insurance Company is the 
name of a new insurance company organized 
at Rogers, Ark. The company is to have a 
capital of $100,000, with J. W. Walker, presi- 
dent: R. H. Whitlow, vice-president and secre- 
tary, and Elmo E. Walker, treasurer. Half 
of the capital has already been secured. 





—A special car will take New York State agents 
Gilbert 


to the Des Moines meeting, October 21-22. 
T. Amsden, Insurance Building, Rochester, is in 
charge. 
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D. P. KINGSLEY’S NEW ROLE 





Chamber of Commerce 
Delivers First Address as President of 





REVIEWS FAR EASTERN CONDITIONS 





Believes Possibilities of Development 
Great—Criticizes Merchant Marine Act 


Darwin P. Kingsley president of the New 
York Life Insurance Company and president 
of the Chamber of Commerce of the State of 
New York, delivered his inaugural address in 
the latter capacity on Thursday last. 

He began by reviewing conditions as he 
found them in the Far East during his recent 
tour and outlined the possibilities of an 
American Merchant Marine to take care of a 
rapidly developing trans-Pacific trade. Mr. 
Kingsley spoke of the widely varied political 
organization of the Japanese and Chinese and 
gave it as his opinion that the former are 
making a serious mistake in their policies to- 
ward China and also in the management of 
Korea. Driven by necessity for raw products 
and for an opportunity of expansion, the 
Japanese, he said, are by their mistakes open- 
ing the way for American influence in the Far 
astern marts. 

While urging the development of the Amer- 
ican merchant marine, Mr. Kingsley criticized 
the new shipping law as follows: 

Before we enact discriminatory legislation 
in order to put ourselves in a position to com- 
pete as carriers with other nations, let us first 
search out and correct our own shortcomings. 

Given adequate and modern port facilities, 
capable crews and trained officers, suitable dry 
docks and repair stations strategically placed, 
a feeder fleet, and banking facilities—if it then 
‘ppears because of our standards of living 
that we cannot compete, I would favor any 
ational legislation necessary to keep our flag 
fying. 





The Test of Service 


The ultimate success of a life 
insurance company depends upon 
what those who have bought its 
policies in the past think of the 
service they have received. The 
Massachusetts Mutual passes this 
test with flying colors. Over 
$45,000,000, or 35%, of the busi- 
ness delivered last year was on the 
lives of men and women already 
insured in the Company. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 


Springfield, Mass. incorporated 1851 
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NOW LICENSED IN 





18 STATES 
AS FOLLOWS: 
CALIFORNIA MARYLAND OHIO 
INDIANA MASSACHUSETTS PENNSYLVANIA 
IOWA MICHIGAN SOUTH CAROLINA 
KENTUCKY NEW JERSEY TEXAS 
LOUISIANA NEW YORK WISCONSIN 


These states represent a tremendous territory, in the 
aggregate, and embrace a large share of the country’s 
population. 


AGENTS ARE DESIRED 


in communities where the Peninsular Fire is not already 
represented. 


The company offers excellent facilities for writing the 
lines usually covered by a fire insurance institution, includ- 
ing a special plan for insuring farm risks. 


THE PENINSULAR FIRE 
INSURANCE CO. of AMERICA 


GRAND RAPIDS, MICH. 


COLON C. LILLIE J. FLOYD IRISH 
President Secretary and Managing Underwriter 
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WANTED 


to get in touch with Life 
Insurance cAgents and 
General Agentsfor State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 




















CENTRAL LIFE 


Assurance Society 
of the United States 


== DES MOINES, IOWA == 


Insurance in Force: 


$100,000,000.00 


Assets over 


$9,000,000.00 


Double Indemnity, 
Disability 


Child’s Endowment 
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Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the value of adequate insurance and 
peepee the way for a personal call to close the app!i- 

ion. 
sales creating letters for life, accident, partnership, 
Corporation and fire business. An insurance com- 
pany official writes, ‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
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More than 400 salesmen are using Hull’s. 


THE INSURANCE YEAR 
BOOK FOR 1920-1921 





Forty-Eighth Annual Issue of this 
Valuable Compendium Just 
Published 


IN TWO MASSIVE VOLUMES 





Its Comprehensive Scope Embraces All 
Ramifications of the Insurance 
Business 

The forty-eighth annual issue of The In- 
surance Year Book has been published by 
The Spectator Company. In its successive 
annual issues this work has expanded with the 
growth of the insurance business, new features 
having been constantly added to its mass of 
information as the conditions demanded. Its 
present development is the result of a series 
of evolutions similar to those through which 
the insurance business itself has passed. Like 
most of the companies, it has grown in size 
and importance, and from a small volume of 
100 pages or so it has become a two-volume 
book, containing together about 2700 pages. 
One volume is devoted to life, casualty, surety 
and miscellaneous insurance, the other to fire 
and marine insurance, Both volumes are rec- 
ognized as indispensable to every insurance 
man as works of reference. A condensed sum- 
mary of the contents of each volume is here- 
with presented. 


THe Lire, Casuatty AND MISCELLANEOUS 
VOLUME 

Over 1300 pages are devoted to the data re- 
lating to life, casualty and miscellaneous in- 
surance, all of which are carefully compiled 
from authoritative sources. This volume is 
divided into two first dealing 
with life insurance and the second with casu- 
alty, surety and miscellaneous insurance 
branches. The life section opens with the 
statutory requirements of the several States 
and Territories, giving a synopsis of the laws 
relating to the admission of life companies, as 
well as assessment organizations and fraternal 
orders. 

Canada insurance interests are handled in 
a special department covering the entire range 
of the business in the Dominion for a period 
of five years. 

The tremendous business transacted by the 
life insurance companies of the United States 
is analyzed from every point of view in a 
most elaborate series of permitting 
comparisons of transactions from year to year. 
Among these tables may be mentioned the ag- 
eregates for each of the past fifty years; pay- 
ments to policyholders and accumulations for 
their benefit; the growth of industrial insur- 
ance; dividends paid to stockholders; also 
tables of percentages showing the rate of in- 
terest earned, expense rate and terminations 
hy surrender and lapse for a period of twenty 
years. These tabulations are of great interest 
and instructive to all engaged in the life in- 
surance business, ; 

A valuable department of this volume of 


sections, the 


tables, 
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PERFECT 
PROTECTION 
POLICY 


OF THE 


RELIANCE LIFE 


gives you something absolute- 
ly new and different to talk 
to.your prospects. Gives you 
a chance to earn more money 


than you are now making. 


Our Life Insurance Contracts 
contain the most up-to-date 
clauses known to the Insurance 
World. The Accident and 
Health gives full protection 
for at least a third less cost 
than regular casualty com- 
panies. Our agency contracts 


are as liberal as can be made. 


WRITE AND WE WILL TELL 
You More ABOUT OURSELVES 


Reliance Life 


Insurance Company 
of Pittsburgh 


Farmers Bank Building 


PITTSBURGH, PENNSYLVANIA 
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HUGH R. LOUDON, Manager. 
J. B. KREMER, Deputy Manager. 
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R. H. WILLIAMS, Assistant Deputy Manager. 
T. A. WEED, Agency Superintendent. ¥ t 
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2. WELLS, Agency Superintendent. 






; 
OFFICE, INS. EX 


4 
“4daaadaaabd?? 


. C E | 
> 
» i 
» 
ve 
vy 
a4 


iN) 
ESTABLISHED 1836 es vv 1 one ENTERED U. S.1848 


— 






4 


The statement of the condition of the United States Branch on the 1st of January, 1920, in accordance with the laws of 
the State of New York, is as follows: 





cea sat he TE TT RE OE OE CET ae he Te ae $18,710,036.65 
RE. ae echowsd Kia enc iao se Rete hee ern eee eddon cwedonrec: 12,959,434.62 
OR RTT Tae reeereccrsccessvoceccossccee (SE PSOROROD 


As an illustration of the Company’s practice in maintaining its Assets in the United States in a year of excessive loss 
the following figures may interest policyholders: 


Year. Assets at January 1. Incem x i . 

1906 (San Francisco Fire)........ pawn vee - $12,234,048 $8,144,207 $9,888,323 

en RNC KEE Rahs ReGen ee eas aeds - 12,335,961 Saeoe i « Midepiees 
ae eepweng Excess or Exprmnrruan of... osc ciniccesivesacccscccsccvevscnenue iia mills ites meets se -.» $1,744,116 
And Increase oF Assets in the same time of........... epost cance apeaaataten heciieae eas Kiadnene ere "101,013 


Procress of the United States Branch: Net Premiums—1848, $4,519; 1858, $471,988; 1868, $1,739,620; 1878, 
$2,422,126; 1888, $3,928,010; 1898, $4,979,422; 1908, $7,427,618; 1917, $10,258,137; 1918, $11,618,840.85. , 

Losses—The amount paid in satisfaction of fire losses in the United States to the beginning of the present year ex- 
ceeds $168,000,000. This large sum, in conjunction with the growth of the Company’s business, evinces the confidence 
of the public and the faithfulness with which the Company’s losses are adjusted and settled. ; 
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The Year Book is that given under the head- 
ing of Life Insurance History, and occupying 
upwards of 135 pages In that department are 
shown the figures of all existing level-pre- 
mium companies of the United States, num- 
bering about 260, year by year for the past 
twenty years, and covering the principal items 
of their annual statements. The Life Insur- 
ance Compendium comprises a section of 137 
pages, and analy statements of the 
life insurance companies for the past year in a 
most comprehensive manner. No State De- 
partment covers all the companies of the 
United States, and The Insurance Year Book 
is the only publication that supplies full de- 
tails of the official annual reports of every 
company, from the smallest to the largest. 
The Department of Life Insurance by States 
covers the transactions of the individual com- 
panies in each State and Territory for the past 
show- 


es the 


year, and is a feature of great interest, 
ing, as it does, the distribution of, life insur- 
ance throughout the country. Other important 
and valuable features of this volume are given 
under the headings of the gain and loss exhibit 
for I919, retired companies, directors, life 
underwriters’ organizations and list of actu- 
aries, while the record of the year shows in 
handy form the numerous changes in compa- 
nies and company officials. A department cov- 


ering many pages is devoted to important par- 
ticulars relating to stipulated premium com- 
panies, assesment associations and fraternal 
orders, the statistics covering two years. 

The aggregate figures of the United States 
companies embraced in this section follow: 
RESERVE LIFE INSURANCE 
COMPANIES 


LEGAL 


$1,207,134,389 
1,559,982,880 
738,944,337 
1,106,139,799 


Premium receipts 
Total income 
Payments to policyholders 
Total disbursements 


Ce era es 6,790,582,415 
SUPDINIS. THMIS oiieve dacecacande sewn 729,549,956 
New business (ordinary) ..........e- 7,010,111,469 
New business (industrial)............ 1,304,738,561 


99 27 
29,5 


73,114,680 
6,607,011,903 


Insurance in force (ordinary)......... 
Insurance in force (industrial)........ 
ASSESSMENT LIFE AND FRATERNAL ORDERS 


Assessments and annual dues......... $172,470,194 


GGUS SERINE. oe crew cca dames cneaes 193,552,184 
Pamd ponleeholdcrs: « c6cccecccccsceeue 147,883,649 
‘Fotal GisbUreemiemté..cccscccwcnccaces 183,482,471 
POCA ASGEURT cacc ac catenee ete d ane cere: 309,720,473 
IN Ger: RSSICON cosa ao nor eal ga wowe'ns ce ae 1,008,386,250 


10,046,353 
9,675 "342.398 


Certificates in force (number)......... 
Insurance in force 


The section devoted to casualty, surety and 
miscellaneous insurance is very complete, 
everything relating to those branches being 
brought together. A most complete synopsis 
of the statutory requirements regarding the 
admission of companies to other States is pre- 
sented, while elaborate tables show the sta- 
tistics of the business by individual companies 
for the past ten years, also the business of 
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NATIONALUMION 


Fire insurance Co, 





(PENNSYLVANIA STANDARD) 
JANUARY 1, 1920 


Cash Capital _ 


Surplus to Policyholders 


_ Agents writing Fire, Tornado, Rent, 
Business Interruption, Leasehold, 
Profit, Sprinkler Leakage, Explosion 
| and Riot Insurance, also. Automobiles 
_ against Fire, Theft, Collision and Prop- 
| erty Damage, find the NATIONAL 
| UNION a valuable acquisition. 

| ful service and surprisingly good facil- 
| ities are accorded as a matter of course. 
' For enterprising agents it is a good 
, Compas By every test that counts: 
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each company in the several States and Ter- 
ritories during 1919, and the dividends paid to 
stockholders for twenty-five years. A valuable 
feature of this department is an extensive 
chapter on liability and workmen’s 
tion insurance, giving the history of 
velopment, which fitly supplements the statis- 
tical exhibit and contains a large amount of 
useful information. There is included also a 
list of the officers and directors of the various 
companies and an extensive list of field men 
with their several locations. Underwriters in 
the several branches covered by this section 
will find a vast amount of important informa- 
tion therein which is obtainable in no other 
form. Both stock and mutual organizations, 
including assessment, accident and sick 
benefit societies, are covered in this section, 
and a summary of their figures for 1919 is here- 
with presented : 


compensa- 
its de- 


also 


SURETY AND MISCEL- 
COMPANIES 


926, 951. 192 


STOCK, CASUALTY, 

LANEOUS INSURANCE 
Capital 
Total assets 
Surplus to policyholders 179,135,619 
Premiums receipts 364,389,422 
"ROUAE MEONE: < 6.0: cin oie c:cese'ccidnsiewasns ele eee 
Payments to policyholders 150,176,018 


Dividends to stockholders............... 9,139,940 
Total disbursements... ccccccucccosemees 313,430,438 
MUTUAL ACCIDENT AND SICK BENEFIT 


ASSOCIATIONS 


Assessments and annual dues........... 
Total income 
Paid policyholders 
Total disbursements 
Gta TAGE 6 oa cectienceddcnatecneeeses 
Number of certificates written.......... 
Number of certificates in force.......... 


$19,294,757 
21,032,929 
10,256,796 
18,366,248 
12,745,322 
797,845 
1,837,435 


THE Fire AND MarINE VoLUME 


The fire and marine volume of The Insur- 
ance Year Book for 1920-1921 embraces over 
130 pages of information of such variety and 
scope that it is likely to be referred to daily in 
the office of any enterprising fire underwriter. 
Many questions arise in the course of business 
to which the company official or manager, gen- 
eral, special! or local agent desires a- prompt 
answer, and it is probable that the latter will 
be readily found in one of the numerous 
divisions of The Insurance Year Book. It is 
important, therefore, that a copy of the latest 
edition of this valuable annual publication 
should be kept constantly at hand; it will save 
much time and correspondence. 

Among the features this year are specimen 
marine insurance policies for and 
cargoes, the York-Antwerp Rules as to marine 
losses and adjustments, an interesting descrip- 
tion of General and Particular Average, and a 
table showing marine premiums and losses in 
1919. 


vessels 


A Fire INsurANCE COMPENDIUM 

The Insurance Year Book, fire and marine 
volume, is practically a compendium of the de- 
tailed statements of all fire and marine insur- 
ance institutions operating in the United 
States, both American and foreign, licensed 
and unlicensed. The latest detailed statements 
of the companies are included in the depart- 
ment entitled “Reports of Eire Insurance Com- 
panies,’ which presents information, more or 
less exhaustive, concerning about 1ooo fire and 
marine insurance organizations (including un- 
licensed companies). They are subdivided 
(Coninued on page 23) 





THE SPECTATOR Thursday 











5 0 WE WANT AGENTS 
to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
e ‘contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO: 
A. L. HART, Agency Mgr. 
Home Office—Registee Tribune Bidg.—Des Moines, Iowa 
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. D. Powers, President Darwin W. Johnson, Sec’y and Treas. 
. Smith Homans, Asst. Sec’y and Actuary Louis G. Russell, Mgr. Industrial dept 


Commonwealth Life Ins. Co. 


Home Office: Commonwealth Bldg., 106-110 South Fifth St. 
Louisville, Ky. 


THE PARTICIPATING COUPON DIVIDEND POLICY 
= — — contract and is the 


We have some good territory in Kentucky and Alabama still open, 
and to first class men, we can offer a good proposition. 


Address the Company 








Agency Openings in Indiana 


Excellent territory for both local and 
general agents who know how to work. 


Our policies sell when others will not 
Rate, Age 30, $14.26 


NATIONAL LIFE ASSOCIATION 


DES MOINES, IOWA 


Horace R. Wemple Henry M. Schnarr 
President Secretary=Treasurer 


FIRE 
. RE=#INSURANCE 
NORWEGIAN ATLAS INS. CO., Ltd. 


WEMPLE & COMPANY, Inc. 


15 William Street 
New York New York 

















Look up the record of 14 years’ successful life insur- 
ance service of the 


FORT WORTH LIFE 


Fort Worth, Texas. 


Then write concerning an 
Attractive Contract to sell 
Popular Policies at 
Reasonable Rates in 
Prosperous Territory in Texas 


QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted — Specialty Salesmen — Wanted 


Any Sure Enough Salesman, who has the proper Intestinal 
Equipment, whois “Four Square”’ and willing towork;can make 
not less than $20,000.00 per year helping us to continue the 
breaking of all Life Insurance records. 

Great Opportunity for the men who can qualify! ! 

From May,1919, to May,1920, Twelve Months—One Year— 
we wrote Ten Millions Life Insurance. How? Let us tell you. 
We have the plan; we furnish the leads. 

If you can qualify, write or wire 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 


Topeka, Kansas. 











Tne PENINSULAR CASUALTY INSURANCE CO. 


Home Office— BAY CITY, MICHIGAN 
Authorized Capital $250,000.00 


Now writing—Accident and Health Insurance, Live Stock, 

Commencing January Ist, will write General Casualty Lines, 
including Automobile. 

Attractive Agency Proposition in Michigan, and will soon enter 
adjoining States. 

Colon C., Lillie, _ Lowry Vahey, Harmon J. Wells, 


President. Managing Underwriter, Secretary and 
General Manager 











National Life Insurance Company 
of the Southwest 


The company to represent in New Mexico and Arizona 
“More days of Sunshine’’” 


For attractive agency proposition Write 


E. T. CHASE 


Secretary 8 General Manager 
ALBUQUERQUE, NEW MEXICO 
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- Fidelity and Surety Bonds 
RENGTE Accident and Health 

¥ INCERITY| Monthly Payment 























A. J. SABATH, President 


CHICAGO BONDING AND INSURANCE CO. 


Home Office—CHICAGO, ILL. 
CAPITAL AND SURPLUS TO POLICYHOLDERS, OVER $1,000,000.00 


Plate Glass General Liability 
Burglary i Elevator 
Automobile. Liability—Property Teams 

Damage and Collision 


po Licensed by the United States Government, the District of Columbia, and the following States: 
Illinois, Iowa, Kansas, Michigan, Missouri, Minnesota, Ohio, New Jersey, Indiana 
in Pennsylvania, Kentucky, Wisconsin, Maryland, Nebraska, West Virginia. 


A Company conducting its business with an annual premium income of over ONE MILLION DOLLARS, with a policy 
outlined by its own Officers and Directors in co-operation with its own agents. 


WRITES 





O. F. ROBERTS, Vice-Pres. & General Manager 
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SELLING AS AN “ART”? 


Knowledge Is No Aid to Success 
Unless It Is Used 


ONLY A FEW STUDY PRINCIPLES 


Task is to Get Our Ideas Into Prospect’s 
Mind With Least Possible Expendi- 
ture of Time and Effort 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship, 











“Ship,” as the suffix of a word, is defined by 
the dictionary as “the art or proficiency of.” 
Salesmanship, therefore, literally is the art or 
proficiency of the salesman in his vocation. 

We all realize that knowledge does not help 
a man to succeed in life unless he uses it. And 
we realize, too, that unless he uses it the right 
way, he will derive but small practical benefit 
from any amount of knowledge. None of us 
would know that a great French scholar had 
a mind full of wisdom if he never expressed 
himself. And, with the exception of the few 
of us who may understand French, we would 
not be impressed with the scholar’s knowledge 
if he expressed himself only in his native 
language. 

In order to succeed as salesmen we must be 
proficient in the art of getting our ideas of 
our goods into the minds of the prospect in 
such vivid images that his desire to buy will 
impel him to favorable action. It is not suf- 
ficient merely to know the best way into his 
mind, though that is essential knowledge. We 
must know also how to use that knowledge 
most effectively, and then make ourselves pro- 
ficient by continual practice of our knowledge 
until it becomes second nature to us to get our 
ideas into the mind of the prospect in the 
quickest possible time and with the least possi- 
ble expenditure of effort. 


As to AccurRATE KNOWLEDGE 

Every intelligent person has at least a smat- 
tering of ideas about how selling should be 
done. But a little knowledge, like a little 
ability to swim, is apt to take a man out of 
his depth. And some one has said, “More 
dangerous than a little knowledge is much 
knowledge of things that aren’t so.” Very 
few salesmen have thoroughly studied the 


principles of Salesmanship. And a very large 
number of salesmen have positive ideas about 
how to sell which are wrong. 

As was said in an earlier chapter of this 
course of study, the purpose we have in get- 
ting knowledge of salesmanship is to make our 
actual work of selling easy. We want knowl- 
edge for two reasons—to save us from making 
the mistakes of ignorance and to help us in 
doing the right things the most efficient way. 

We should not call it good seamanship if a 
captain navigated his ship into a harbor by 
running aground on a sandbar from which he 
had to back off; then ripped a hole in the hull 
by striking a sunken rock, and finally wrecked 
the pier when trying to dock his vessel. And 
it is not good salesmanship to blunder about 
trying to find the channel into a prospect’s 
mind and then to finish the sale with a collision 
instead of making a safe landing and tying up 
your ideas securely to his desires. 

Seamanship and salesmanship are similar in 
a good many respects. The sea is a dangerous 
highway to the man who ventures out in a 
frail cockleshell with no sails, oars or com- 
pass, in the rashness of ignorance. But the 
expert sailor has no fear of wind and waves 
when he is aboard a staunch, powerful steamer 
and in familiar waters. He steers with entire 
confidence, at full speed, when he is on the 
high seas. As he approaches the harbor, how- 
ever, he takes new precautions to ensure the 
safety of his ship. He watches his course 
alertly, guided by the buoys and landmarks 
that indicate the safe channel. If it is foggy, 
he takes no rash risks. He either waits until 
the fog lifts or he “feels” his way more 
cautiously. When the weather is clear, he is 
neither reckless nor timid. He slackens speed 
when safety requires, but wastes no time by 
being overcautious. As he nears the dock he 
guides the vessel fearlessly into her berth. 
Though he knows a mistake then would be 
disastrous both to his ship and to the pier, he 
is not at all worried or anxious. He has per- 
fect confidence in his skill and knowledge. He 
moors his vessel surely, and proceeds to dis- 
charge her cargo—all with case. 

Probably you have watched the docking of 
a big steamer. Very likely it seemed to you 
rather ticklish work. Perhaps you held your 
breath at the moment when the cables tautened 
and the ship swerved toward the pier. You 
thought the bow might turn too much and 
crunch the edge of the dock. But the captain 
on the bridge did not get excited or flustered. 
He simply called into play the knowledge and 
skill in docking with which he was equipped 
from previous study and experience. He 
made his ship fast with ease, the ease of com- 
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plete confidence in himself and in the methods 
he employed. Then he proceeded with the next 
work of his job, the discharging of the cargo 
he had brought to port onto the wharf ready 
to receive it. 

Now, let us see how the illustration is ap- 
plicable in our study of salesmanship. 


SEAMANSHIP IN SALESMANSHIP 


The salesman who ventures out into a terri- 
tory without knowing the principles of sales- 
manship, unequipped with knowledge of how 
to sell effectively, inexperienced and ignorant 
regarding the Art which he must practice in 
order to close sales successfully, is like the 
foolhardy fellow who shoves a rowboat into 
the surf on a rocky shore and jumps aboard, 
forgetting the oars. We can see his finish 
before he makes his start. It is possible to 
paddle a birch-bark canoe with one’s hands on 
a still pond, but it stands no chance at all of 
weathering a voyage at sea. 

Before the salesman takes his first inde- 
pendent voyage he needs to make sure both 
that he has a seaworthy vessel to sail in and 
that he knows how to navigate it, when out of 
sight of land and when making harbor alike. 
With the sound timbers of knowledge under 
his feet, and with proficiency in the Art of 
steering what he knows into the mind of the 
prospect, he may set forth with confidence on 
the stormiest seas. Wandlubbers fear the perils 
of the sea because they don’t know how to 
meet them. But a true sailor never feels so 
safe as when he is aboard ship. He realizes 
the dangers of his calling better than does the 
landlubber, but he isn’t afraid of them. He 
has faith in his ship and in his own seamanship. 
So it is with the skilled salesman who repre- 
sents a line in which he has entire confidence, 
because he knows it thoroughly. He has no 
hesitation or doubt of success when he begins 
a trip through his territory. No thoughts of 
failure worry him. He does not fear the ex- 
periences he will encounter. Under a full 
head of the steam of power he sets out toward 
the harbor of the prospect’s mind, entirely cer- 
tain that he will tie up at the dock of the 
buyer’s desire, stimulated to activity and re- 
ceptivity by his salesmanship. 

But the soundest ships have been wrecked 
by inefficient navigators. It will do a sales- 
man little good to be well equipped with sell- 
ing knowledge if he is incapable of using it 
aright. That has not been appreciated by large 
numbers of men who have attempted selling 
with no other equipment than the facts about 
their lines. Some manufacturers and dealers 
delude themselves with the notion that if the 








goods are of the right quality and priced at- 


tractively, they will “sell themselves.” And 
many salesmen have proceeded with their 
selling preparations from that same mistaken 
basis. They have gone out with absolute 
knowledge of their lines, dead sure the quality 
and prices were right, but have made miserable 
failure or only partial successes because they 
did not use the best salesmanship in their 
work, 

Nothing can sell itself. Everything must be 
sold. One man must get his ideas about goods 
into the mind of another man, It is a man- 
to-man or mind-to-mind process. The science 
of transferring ideas must be understood ; then 
skill in using that knowledge in practice must 
be acquired. Knowledge kept in your head 
won't sell your goods. You need to get that 
knowledge, your images of your goods, into 
the mind of the other fellow. You need to 
make him think as you think about what you 
are selling. Of course, that necessitates your 
thinking aright in the first place; then you 
must know how to transfer your ideas to the 
prospect so that he will think aright, too. 
More than that, you must actually impel him 
to think what you want him to think. 

Therefore, there are three stages in the de- 
velopment of maximum selling power. First, 
you need to get thorough knowledge of your 
line and of all the selling factors, such as 
house policy, territory conditions and buyers’ 
needs. Second, it is necessary that you know 
how to get your ideas across to the minds of 
prospects most effectively. Third, you must 
practice actual selling the right way, the most 
efficient way, until that becomes second nature 
to you. 

Do not make the mistake of thinking of 
salesmanship as a science. It is an Art. We 
should have scientific knowledge of selling 
principles, of course, just as a painter needs to 
know the principles of drawing and what 
brushes and pencils and paints are best. But 
we are to use our knowledge in actual sell- 
ing, not as a scientists, but as Artists. You 
appreciate that the finest draughtsman, the man 
who knows all abou the rules for painting a 
picture, might not be an artist at all. He 
might be entirely familiar with the tools and 
the technique of the art of painting, yet re- 
main only a draughtsman. 


KNOWLEDGE Pius INTELLIGENCE 

So it is with a salesman. Often the man 
who is best informed regarding a line of goods, 
the man whose knowledge in his own head is 
complete, cannot influence prospects to buy. 
In ot own experiences we have known of 
such cases. It is evident to us, consequently, 
that knowledge is only part of the equipment 
necessary to success in sclling. Fortunately, 
as we have seen in a previous chapter, natural 
talent for selling is of only minor importance. 
It is not necessary that we be born with especial 
adaptability for the practice of our Art. Pro- 


ficiency in selling can be acquired by any man 
of intelligence. We are not like men who study 
the art of painting, but who fail to make them- 
selves successful artists despite all their efforts 
Any man who knows the 


and knowledge, 
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principles of selling and who practices them to 
the best of his ability, will change whatever his 
nature has been and will become an Artistic 
salesman; that is, skillful in performing the 
selling processes. 

Let us recur again to the illustration of the 
sailor. When he is on the high seas he steers 
a straight course. He has a purpose and does 
not swerve from it willingly. He needs what 
might be called “general” seamanship on his 
way to port. Likewise the salesman needs 
always to preserve the general character of a 
salesman when he is not engaged in the pro- 
cesses of a specific sale. He should be alert, 
observant of all conditions that affect him, and 
constantly should be taking measures to make 
sure that he is on his course and that his knowl- 
edge is adequate for all his needs. He is re- 
quired to be “on watch” with all his general 
proficiency every moment. He must be on the 
lookout both for opportunities and for dangers. 


A 24-Hour Jos 

You cannot be a salesman eight hours a day 
and “something else again,” as Abe and 
Mawruss said, the other sixteen hours. It is 
no more probable that you will succeed if you 
spend only part of your time as a salesman 
than it is that the sailor will reach port if he 
lets his ship shift for herself two-thirds of the 
time. Out on the high seas, where there is 
plenty of room, the captain, nevertheless, sees 
to it that there is no relaxation from seaman- 
ship. So whether or not you are engaged in 
an actual specific sale, be a salesman every 
minute. Be ready for any emergency that may 
arise to test your salesmanship. Never forget 
that preparation for selling, and prospecting, 
the preliminary steps, are just as much a part 
of salesmanship as are the steps of closing 
the sale. 

But to return to the illustration of the sailor, 
the captain of the ship. He needs more than 
general seamanship when he is approaching a 
specific harbor. It is necessary not only that 
he know navigation, but also the particular 
channel marks to this port. We will suppose 
that he has a chart of the harbor, and he 
knows what buoys and lighthouses look like 
whether he ever has seen these identical buoys 
and lighthouses before or not. He is guided 
both by the chart and by the channel marks, 
and he reaches his moorings safely. He knows 
how to tie up at this dock because he has tied 
up at other docks very similar to it. And once 
he is alongside the wharf, with all his lines 
made fast, he proceeds to the discharge of his 
cargo. 

So the salesman finds more than general 
salesmanship essential when he is working to 
secure an order from a particular prospect. 
His chart of knowledge of this individual 
prospect should be as complete as possible for 
him to make it before he attempts actually to 
get his ideas into the mind of the prospect. 
Prospect will have given the skillful sales- 
man sufficient knowledge of the individual he 
is calling on, to approach the harbor entrance 
the right way. Sizing up the buyer will carry 
the salesman further on his course. If the 
prospect is new to him, he will feel his way 
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carefully, like a captain in a strange harbor or 
navigating in a fog. But like the sea captain 
familiar with the usual channel marks, the 
skillful salesman will recognize the signs of at- 
tention, interest, desire and objections, and 
will be guided by them to the dock of decision. 
These familiar channel marks, supplemented 
by his chart knowledge of the specific prospect, 
acquired in advance, will enable the captain of 
salesmanship finally to discharge his cargo of 
ideas into the receptive mind of the buyer, in 
the best possible condition. 

Suppose, however, that the sailor should at- 
tempt to make harbor with no advance knowl- 
edge of the entrance; then should blunder 
along, if he were lucky enough to get in, pay- 
ing no attention to channel marks or not 
knowing what they meant—what chance 
would there be that he might discharge his 
cargo? It certainly would be slim unless that 
harbor happened to be free of sandbars, reefs, 
shallow water or other obstacles to navigation. 

In like manner the salesman who has no 
chart, who does not know the significance of 
the various indications to the way the prospect 
thinks as the selling process proceeds, stands 
but a slim chance of landing his own ideas in 
the mind of the prospect. He probably will 
wreck his craft long before he gets to the 
dock of decision. On the other hand, the skill- 
ful, thoroughly informed salesman will avoid 
all the danger points and keep drawing steadily 
nearer and nearer to the closing stage of his 
sale. If he is befogged by uncertainty, he will 
not expose himself to the risk of wreck any- 
where along his course. He will drop anchor 
temporarily in the middle of the channel, or 
back water if need be, making sure that he is 
safe. 

That is the Art of good selling, proficiency 
in which is master salesmanship. It comprises, 
as we have seen, both knowledge of selling 
factors and principles, and the actual practice 
of right methods of selling until they become 
second nature. The practice is part of our 
lifelong job of self-development. We are 
studying the principles and methods now, to 
establish the basis of knowledge or science, 
on which to develop our art most efficiently. 


(To be continued) 


Church Insures Its Members 

The Home Street’ Presbyterian Church, 
Winnipeg, Man., has been successful in induc- 
ing 150 of its members to insure for $250 per 
head, on the twenty-year endowment plan, in 
favor of the finances of the church. 

No medical examination is required and 
should any of these policyholders go to other 
localities the church has the privilege of sub- 
stituting another proponent. 

A similar proposition, but on a much larger 
scale, was submitted to a leading Canadian 
life company some twenty vears ago, whereby 
the religious organization was to be responsible 
for payment of the premiums and sole bene- 
ficiary, but the life company, after considering 
the moral risk, declined the business. 

Tn the Winnipeg case, above cited, members 
of the church are pledged to pay the premiums. 
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EDUCATING THE PUBLIC 





Rapid Strides Made in this Direction 
in Recent Years 





INSURANCE A CREATOR OF MORALE 





Has Furnished More Sustenance to More 
People Than Any Other Commodity 
for the Same Price 


The following is the concluding instalment 
of the extracts from “Life Insurance Sales- 
manship,” by T. J. Henderson, which have been 
appearing in the Industrial Section of THE 
SPECTATOR : 


Woodrow Wilson said some time ago, “I 
think the spirit of the age is slowly changing.” 

As applied to economics and other social 
questions this may be true, but the public at- 
titude on life insurance is rapidly changing and 
the reasons are vivid and near at hand. 

No one commodity is playing so important a 
part in the business, social, and moral develop- 
ment of this present generation as is life insur- 
ance, 

Every ship of human enterprise being 
launched upon the great ocean of a world’s 
commerce carries ample life insurance ballast, 
which has been found the most appropriate for 
many reasons. It has furnished real suste- 
nance to more people than any other one com- 
modity for the same purchase price. It has 
raised the moral standard of more people than 
any other single purchase—anything that 
creates in the human race self-respect, thrift, 
and industry is a creator of moral uplift. The 
sense of property ownership to a young man 
or woman which is created through the pur- 
chase of a life insurance policy is the greatest 
force at work to-day in the uplift of this 
nation’s morals. 


INSURANCE AS AN INSPIRATION 


The sense of present and future independence 
through it causes humanity to walk more erect, 
aspire to greater achievements, and thus daily 
draw from life greater benefits to one’s self 
and associates. 

No other commodity is doing so much in any 
of these directions as is life insurance. The 
enormousness of the life insurance business is 
just being comprehended by the masses. 

A moral code is useful to a people only in 
so far as that people can apply it. 

Our churches and reformers may continue 
to exhort a people to higher and better stand- 
ards of living, but until the means of reaching 
that standard are placed within the grasp of 
the masses all exhortation is in vain. 

The moral uplift gained through the sense 
of proprietorship, ownership, and interest in 
the material sustenance of life and its necessi- 
ties is a working factor for permanent good. 
These are some of the vital reasons for so 
rapid a change of public attitude on the sub- 
ject of insurance. 

It is only within the past decade that insur- 
ance has been considered a necessity. Pre- 
viously, it was looked upon as a luxury only 
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within the reach of the most wealthy. But 
how radical the change. To-day nearly fifty 
per cent of all the credit business transacted 
in this country is secured by life insurance 
collateral. Such financial reports as Bradstreet 
and Dun’s consider its value in taking and giv- 
ing ratings, and they strongly recommend it to 
the credit public. In fact so important a factor 
has life insurance become in the credit world 
that it is demanded of most men seeking ex- 
tensive credit. 


A BusINnEss PROPOSITION 


The greatest business houses of the world 
to-day have come to consider the brain and 
muscle that produce wealth of greater value 
than the wealth produced. Business firms are 
insuring their managements in proportion to 
their earning power, just as they insure stocks 
of goods in proportion to their value—and why 
not? What would you think of a manufactur- 
ing firm that would insure the stock in their 
warehouses surrounding the plant and leave 
the machinery and building in the midst of 
these warehouses uninsured ? 

Perhaps the most apt and recent illustration 
of public attitude along this line is that of John 
Wanamaker, Jr., who being insured for three 
and one-half millions of dollars and wishing to 
increase this to four and one-half millions, 
was compelled to make personal solicitations 
among the various Canadian companies in 
order to obtain it. 

And a still more striking example of public 
attitude along this line is the recent legislation 
passed by Wisconsin by which that State enters 
into the life insurance business, the business to 
be conducted through the State Insurance 
Commissioner’s office. This law authorizes the 
State to issue policies on the lives of its citizens 
in amounts ranging from $500 to $3000, with 
premium based on the American Mortality 
Tables. 

Germany goes a step farther and has in 
operation a practical form of compulsory in- 
surance under Government direction, and with 
Government help, known as the “Old Age 
Pension.” 

This plan provides for pensions for the sick 
and disabled and those reaching the age of 
seventy. The amount of the pension paid is 
determined upon the basis of wages received 
by the pensioner while at work, and the amount 
ot premiums he has paid to the State during his 
In 1907 there were more than 
under this 


years of labor. 
fourteen million people insured 
plan. 

The Government collects and cares for these 
funds as our Government collects taxes. In 
this same year the Government paid in old age 
pensions and disability insurance, $52,750,000. 
This Government even goes so far as to tax 
employers of labor and expends the moneys 
thus collected in factory safety appliances and 
sanitary fixtures, thus reducing to a minimum 
disability pensions. 

England has just adopted a plan of com- 
pulsory sick and accident insurance under a 
plan devised by Chancellor Lloyd George. 
This plan is somewhat similar to that of Ger- 


17 





many, but differing radically in this one re- 
spect—all women wage-earners are compelled 


to contribute to this insurance fund while 
single, but upon marrying, the Government 
confiscates these moneys contributed and all 
future benefits therefrom cease. They are 
proceeding upon the theory that the husbands 
of these wives will support them from that 
time on. The following press comment upon 
the same very strikingly reflects the public 
attitude regarding it. 

“Only twenty-one votes were recorded in 
the House of Commons against the National 
Compulsory Insurance Bill, under which some 
nine million men and four million women will 
receive medical attendance and a money allow- 
ance during illness, a life pension upon becom- 
ing permanently disabled, and in some cases a 
money allowance during unemployment. 


SITUATION IN GREAT BRITAIN 

“There was very little opposition to this in- 
surance bill; and ‘The Statist,’ a recognized 
authority upon life insurance, presents a novel 
argument in its favor. Life insurance, ‘The 
Statist’ shows, has made big advances in Great 
Britain of late. Thus, in twenty years the 
number of policies in ‘ordinary’ life companies 
increased from less than a million to more 
than three millions. At the same time the 
number of policies in ‘industrial’ companies— 
insuring mostly small-salaried people and 
wage-earners—increased from less than ten 
millions to more than thirty-three millions, and 
the amount of insurance in force from ninety 
million pounds to over three hundred and 
thirty millions. This shows, ‘The Statist’ 
thinks, not only that early classes of the British 
public are in receipt of larger incomes, so that 
a far greater proportion now has some surplus 
over actual necessaries of life, but also that 
all classes, especially wage-earners, are more 
inclined than formerly to make provision for 
the future when their means permit. The 
National Insurance Bill will lighten the dread 
of poverty through sickness and unemployment 
that many wage-earners now feel. Its effect 
will be much the same as assuring greater 
permanence of employment, and steadier in- 
come; so more wage-earners than ever will 
take something from the weekly pay envelope 
for insurance other than that provided by the 
national bill. 

“Certainly the whole bread-winning popula- 
tion of every country ought to be insured.” 

I firmly believe the day is not far distant when 
we will see life insurance made compulsory in 
this country, such as the old-age pension sys- 
tem of Germany—and why not? So long as 
we have a Government conducted in the best 
interests of the masses it will be necessary to 
have compulsory laws to make some members 
of the community contribute their just share 
to its support. To-day a man who is self- 
supporting is compelled to pay for what he 
uses. A man with a family is compelled to 
support them within his ability to earn. All 
property-owners are compelled to pay taxes 
as a contribution to the community’s support. 
Then why not compel a man to be frugal, 
thoughtful, economical and cautious during 





his years of natural vigor and thrift and thus 
provide for his declining days? 


Otp AcE Pension PLAN 


A man has no more right to squander the 
earnings of his days of usefulness and expect 
the Government to care for him in his declin- 
ing days, than he has to squander his week’s 
wages and neglect to pay his board bill. The 
first duty of citizenship is self-support. The 
next duty is support of one’s country. The 
obligation of self-support cannot be confined 
to each day and its needs, but must encircle 
one’s entire lifetime in order that an average 
may be secured. I think it was Dante who 
said, “No greater grief than to remember days 
of joy when misery is at hand.” 

Opinion is widely diversified as to the forces 
through which the careers of nations are de- 
termined. As a man has outgrown the diets 


of infancy, childhood, boyhood, and early man- . 


hood, and stands at the threshold of maturity 
demanding that sustenance satisfying to a 
strong, muscular, vigorous body, so nations 
pass these stages of mental development and 
thus retain their supremacy. 

Something has crossed the pathway of the 
American public, It has not changed its ideas 
materially as to what is exacted of the indi- 
vidual citizen of a great nation, but it has re- 
ceived an insight into the great and fascinating 
business of life insurance, the magnitude of 
which alone has astounded it, caused it to stop 
and consider seriously its great power for use- 
fulness in the development of a people’s wel- 
fare. 

The wonder is how any business could have 
reached the magnitude of this one and not 
have received more general attention from a 
public standpoint. 


Bic MEN IN THE BUSINESS 

You that have been in the business during 
the past ten years will appreciate how radical 
these changes in public sentiment have been. 
When I entered the business the prevailing 
sentiment was that only those who had made 
a failure of everything else took up insurance 
work as a last resort. How radical the change 
in opinion! Now almost every daily paper 
records some public official or business man 
leaving successful lines of work to enter the 
field of life insurance. These include Gov- 
ernors, Congressmen, clergymen, doctors, 
lawyers, and men prominent in all lines of 
work. No longer the failures, but the most 
successful in other vocations are turning to 
life insurance as the most promising field of 
endeavor, all due to the rapidly changing 
public attitude regarding the greatness of the 
business, and the many uses to which it may 
be put in business. More capital is represented 
to-day by life insurance companies than any 
other one business, railroads not excepted. 

Courses in life insurance are taking the most 
prominent places in the curriculum of most of 
our greatest colleges and universities to-day, 
and the ablest men are among those fitting 
themselves preparatory to entering the work. 

You who have had some years of experience 
will realize the benefits of the change. Never 
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was the public so susceptible to argument and 
persuasion. The rural districts, which ten 
years ago were barren wastes from an insur- 
ance standpoint, are to-day ripened harvest 
fields. The average farmer knows and ap- 
preciates the value of an endowment policy 
from a moentary viewpoint, as well as from 
a protective standpoint. The factory hand 
appreciates the value of this form of savings- 
bank. The business man of foresight and en- 
terprise has learned its value in times of panic 
and financial troubles. Thousands of men are 
saved from receiverships and bankruptcy each 
year through this form of business anchor. 
How suddenly and vividly these things seem 
to have dawned upon a public of so diversified 
an occupation. 

If such great changes have been wrought 
in a decade or two of continuous exhortation, 
have we not builded well for the future of the 
business? And after all does one’s compensa- 
tion consist entirely of dollars and cents in 
hand received? Ys not the satisfaction of 
having contributed something to this great 
national awakening of public sentiment to the 
virtues of so great a public benefactor some 
share of our compensation, and should we not 
look forward to the future with at least a 
small degree of pride in a work well started, 
if not well done? 


Taxation of Life Insurance 


Every holder of a legal reserve life insur- 
ance policy is taxed by both State and nation. 
As a result, the cost of such insurance is 
greater than if it were not taxed. 

A conservative estimate of the amount of 
taxes that will be paid this year by policy- 
holders through the companies in which. they 
are insured places it at more than twenty- 
seven million dollars. That is approximately 
ten times the amount required to pay the ex- 
penses for State supervision of legal reserve 
life insurance companids. ‘Based upon the 
average net cost for ordinary life insurance at 
age thirty-five, this year’s taxes would pay the 
premitm on approximately one billion, two 
hundred million dollars of insurance! 

If anyone should be taxed to provide revenue 
for States and Nation, it should be the unin- 
sured. The insured man taxes himself to pro- 
tect his family. But poorhouses, orphan 
asylums, and similar institutions must be pro- 
vided by the public to care for the widows and 
orphans of the uninsured. 

The taxation of legal reserve life insurance 
not only is unjust, but is class legislation, pure 
and simple, in that the holders of insurance 
certificates issued by assessment associations 
and so-called “fraternal societies” are not re- 
quired to pay taxes to either State or Nation, 
although there is nearly one-half as much in- 
surance carried in such institutions as in legal 
reserve companies. Why tax legal reserve but 
not assessment insttrrance? The answer is, be- 
cause our present and prospective representa- 
tives in and for State and National legislative 
bodies_fear that they will not be re-elected or 
elected if they favor taxing “fraternal” insur- 
ance, as the members of the large so-called 
“fraternal societies” would not vote for them. 
—Northwestern National Bulletin. 





The right way to sell life insurance is to act 
as if you expected to land the prospect and 
not as if you were quoting rates for educa- 
tional purposes. 
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JOHN HANCOCK NOTES 


Surprise Banquet to Superintendent 
B. Joachim of Brooklyn 


ANOTHER AGENCY FOR KANSAS CITY 


New Philadelphia Agency Going Strong— 
Promotions and Transfers 
Recent changes in the John Hancock per- 
sonnel are as follows: 











Windsor T. Jacques, assistant superintendent 
at the Hartford agency, was appointed acting 
superintendent as from October 4, owing to 
the illness of Superintendent Joseph F. Dillon 
of Whitinsville, Mass. 

A new general agency is about to be opened 
at Kansas City, Mo. Harry Gardiner, travel- 
ing auditor of Albany, N. Y., has been ap- 
pointed general agent for the new district. 
Craig Thorn, who has represented the com- 
pany as an agent for some time past, has been 
appointed to succeed Mr. Gardiner as traveling 
auditor at the Albany agency. 

Harry Charlton, for many years assistant 
superintendent at the Boston weekly premium 
agency, has been promoted to the position of 
field accountant, effective October 18. 

After a long period of illness, Superintend- 
ent S. B. Blakeman of the New York No. 2 
agency, has returned to active duties. 

The assistants and office force of the Brook- 
lyn No, 2 agency tendered a surprise banquet 
to Superintendent B. Joachim last month on 
the occasion of his thirty-fifth anniversary in 
the company’s servite. Mr. Eaton, vice-presi- 
dent, as well as Mr. Messenger, supervisor of 
agencies, and Dr. Haines, assistant medical 
director, were among the guests on the oc- 
casion. 

Notable progress is being made at the newly 
established Philadelphia No. 5 agency, under 
the management of Superintendent Lokes, one 
of the company’s oldest superintendents. 

Following are the most recent promotions 
and transfers: 

Arthur R. Davidson, agent to application in- 
spector, Boston. 

Henry G. Schafer, agent to assistant, Bos- 
ton. 

James J. Ryan, agent to assistant, Hartford. 

Eugene M. Ramsey, agent to assistant, St. 
Louis No. I. 

Edward J. Hackett, agent at Bridgeport to 
assistant at South Norwalk. 

Bertram A. Scott, agent to assistant, Boston. 

James Cox, agent to assistant, Pittsburgh 
No. 1. 

a H. Ustick, agent to assistant, Hemp- 
stead. 

Frank J. Bonville, agent to assistant, Utica. 

William E. Schubert, agent at Cincinnati No. 
I, to assistant at Cincinnati No. 2. 

John T. O’Connor, agent at Worcester to 
assistant at Waltham. 

Harold I. Bahn, assistant cashier at Albany 
to cashier at Rochester. 


Fraternal Rates to be Raised 
Insurance Commissioner Savage and Gov- 


ernor W. L. Harding of Iowa were two of the 
speakers at the meeting of the Iowa Fraternal 
Congress in Des Moines last week. Dr. V. A. 
Young of the Fraternal Aid Union told the 
delegates that rates are not high enough and 
must be increased. 
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WITH THE PRUDENTIAL 





John B. Myers, Superintendent, Hon- 
ored by Chicago Associates 





MANY PROMOTIONS TO ASSISTANCIES 





Field Representative Swell Ranks of Old 
Guard—One Admission to Class F 





On October 13 we shall light our forty- 
fifth birthday candle. We are therefore 
approaching the half-century mark in 
public usefulness. Perhaps we are privi- 
leged at this time to look back with par- 
donable pride to the dwarfed steps we 
took in our early days and smile as we 
compare. them with our recent giant 
strides. The hopefulness and goodwill 
born in the little basement have expanded 
and won their victory. Long before the 
time of the wireless, the message of in- 
dustrial insurance opened doors with its 
cheer and comfort, closing them against 
want. 

One man made the venture. One man’s 
faith was sufficient to convince a doubting 
public that the weekly premium plan of 
life insurance was destined to become one 
of the greatest factors towards public 
betterment in promoting thrift. It was 
one man against many, but he triumphed 
and saw his plans mature. 

We have consistently lighted the way 
into millions of homes, and now, as we 
are about to touch the match to the candle 
denoting our forty-fifth birthday, we 
draw aside the curtains of the past and 
look back. We see that in the first ten 
years we paid to policyholders a total of 
$1,331,161.68.. Let us now advance to 
1920. In the first ten days of this year we 
paid to policyholders $1,192,173.09, or 
about $139,000 less than the total of the 
first ten years. To further illustrate the 
growth of The Prudential as a national 
institution, let me say that the total pay- 
ments to policyholders for the year 1919 
greatly exceeded the total paid by the 
company in the first twenty-five years of 
its history. At the end of last year we 
had in force 18,828,123 policies, repre- 
senting insurance of $4,431,007,832. Year 
by year our payments increase, and men, 
women and children in every walk of life 
are getting the advantage of life insur- 
ance, not only as protection against death 
of bread-winners, but also as protection 
against distress in old age and total dis- 
ability. 

We feel proud of our company, in that 
it has fulfilled and is fulfilling its object 
of placing in homes the liberal protection 
of its policies. We are proud of our men, 
whose unflagging seal and steadfast pur- 
pose have made possible our laudable 
achievements. And as we go on our busy 
way towards the half-century mark, let 
us pause and remember that our whole- 
souled duty is to carry on the good work 


to which we have dedicated our en- 
deavors. 

Forrest A. Dryden, 
President, The Prudential Insurance 


Company of America. 











On September 20 a dinner was given to Su- 
perintendent John B. Myers of Chicago No. 5 
district in honor of his completion of thirty 
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years of continuous service. The dinner, held 
at the LaSalle hotel, was attended by E. D. 
Duffield, vice-president and associate general 
council; E. C. Ehni, supervisor, and J. P. 
Mackin, division manager, as well as all Chi- 
cago superintendents and the entire Chicago 
No. 5 staff. 

Superintendent Adolf Chobotsky of New 
York No. 6, who recently underwent a serious 
operation, is now on the road to full recovery. 

The following agents have been promoted 
assistant superintendents: 


E. F. Orr, of the Baltimore No. 1 district. 

John P. Young, of the Bethlehem, Pa., dis- 
trict of Division K. 

Leonard C. Dyer, of the Wilmington, Del. 
district. 

Alfred N. Riddle, Pittsburgh 4 district. 

Victor E. Reynolds of Duluth, and Charles 
H. Kirchberger of Des Moines. 

E. B. Kauffman of the Philadelphia 3 dis- 
trict, promoted to Philadelphia 7. 

Andrew B. Callahan of the Boston No. 4 
district. 

Daniel M. Calkoen of the Paterson, N. J., 
district, 

William E. Ausmus of Wichita, Kan. 

Fred J. Marz and Guy A. Bryan, both of 
Terre Haute, Ind. 

Blair B. Laverty of Spokane, Wash. 

Clarence I. Cromer of San Diego, Cal. 

Vincent Percival of San Diego, Cal. 

Lawrence L. Cason of Los Angeles 1, Cal. 

Edward R. Bunbury of Salt Lake City, Utah. 

Edward L. Pierce of San Francisco 1, Cal. 

Guston DeVaux of the Pittsfield, Mass., dis- 
trict. 

Stephen G. Burke of Lawrence, Mass. 

John N. Helwig of the Troy, N. Y., district. 

P. J. Calabria of the Jersey City district. 


Assistant Superintendent F. W. Houck of 
Lackawanna, detached of Buffalo 3, N. Y., is 
controlling a staff of eight men and makes a 
creditable record in all branches of the busi- 
ness. The eight debits under his supervision 
have each furnished $1000 of net ordinary per 
debit per week throughout the entire year, in- 
cluding the week of September 12, 1920. 

A. G. Moore, formerly an assistant superin- 
tendent at Havre de Grace, Md., Dover, Del., 
district, has been transferred to the Media 
assistancy of the Chester, Pa., district. 

Agent E. O’Donnell of the St. Louis 2 dis- 
trict, who has completed twenty years of con- 
tinuous service has been admitted to Class D 
of the Prudential Old Guard, and presented 
with the gold locket and certificate. 

Assistant Superintendent H. W. Lindsey of 
the Harrisburg, Pa., district, detached at Car- 
lisle, Pa., has recently completed twenty years 
of continuous service and is enrolled as a mem- 
ber of Class D of the Prudential Old Guard. 

Assistant Superintendent Karl E. Westberg 
of the Chicago 4 district recently completed 
twenty years of efficient service with the com- 
pany and is now enrolled in Class “D” of the 
Prudential Old Guard. Mr. Westberg has a 
commendable record in both branches and at 
this writing is leading his district in ordinary 
net issue. 
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Having rounded out many years of honor- 
able service, the following representatives have 
been admitted to higher membership in the 
Prudential Old Guard: 


Edward A. Morro, agent, Paterson, N. J., Class F. 
Thomas J. Kelly, agent, Waterbury, Conn., Class C. 
Elis Judlowitz, agent, Passaic, N. J., Class C. 
Robert B. Taylor, agent, Newburgh, N. Y., Class B. 
Bernard A. Gilhuly, assistant superintendent, Bridge- 
port, Conn. (Danbury), Class B. 
George A. Rush, agent, Newburgh, N. Y., Class B. 
Samuel Walker, agent, Kingston, N. Y., Class B. 
Harry J. Bedessem, agent, Oshkosh, Wis., Class B. 
Harold Schnurman, agent, Omaha, Neb., Class B. 
The following have been admitted into mem- 
bership of Class “A” of the Prudential Old 
Guard: 


Assistant Superintendent Albert A. Lewis, Omaha. 

Assistant Superintendent John P. Dezell, Mankato. 

Assistant Superintendent Chas. H. Kirchberger, Des 
Moines. 

Agent Brown J. Eggen, Minneapolis. 

Agent Peter J. Brahm, Milwaukee No. 2. 

Agent L. Beatty, Omaha. 

Agent Anton Kadlec, Oshkosh. 

Agent Stanton Hoyt, Des Moines. 

Agent Arthur D. Bessmer, Waterloo. 


Field Problems 


“T frequently find difficulty in holding the 
attention of my prospect. Will you, please, give 
me some suggestions for overcoming the trou- 
ble?” 

Your difficulty may be due to any one or 
more of several causes. We will consider a 
few of the most common. But, to begin with, 
let us state two fundamental factors in the 
matter. You must be thoroughly interested, 
yourself, and you must present your proposi- 
tion in an interesting manner. These are 
essential conditions to holding the attention of 
your prospect. 

Let us assume that your negotiations are 
with business and professional men. It is of 
the utmost importance that the interview 
should be held under favorable conditions. 
The approach—that is to say, the preliminary 
effort to secure an opportunity for presenting 
your proposition—may be carried out with a 
railing between you and your prospect, or in 
the middle of a room full of clicking type- 
writers, but never attempt a canvass in similar 
circumstances. Insist on a fair chance to state 
your case in a proper manner. If you are 
offered an interview under other conditions, 
decline to accept it and explain that the matter 
is one of so much importance to the prospect 
that you would not feel justified in presenting 
your proposition, unless he could give his un- 
divided attention to the consideration of it. 
You need not fear to lose business by such 
action. On the contrary, it is calculated to 
promote your success by impressing the pros- 
pect with an idea of the importance of your 
business and your serious attitude towards it. 

The great majority of interviews will neces- 
sarily be in your prospect’s office, where he 
must be subject to occasional business inter- 
ruptions. After a break of this sort, such as a 
telephone call or the entrance of an employee, 
don’t go on with your canvass from the point 
at which you left off. Instead, go back to 
what you were saying some little while before 

the interruption occurred, and repeat your 
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former statement or ask a question regarding 
it. This proceeding is of greater consequence 
than you may realize. The effect on your 
prospect’s mind is similar to the physical effect 
of overlapping in mending broken material. 
You obliterate the mental gap and re-establish 
a continuous and connected run of ideas. 

It goes without saying that sustained atten- 
tion is dependent on interest, and that, in its 
turn, depends upon the matter and manner of 
your statement. You may attract attention 
by any kind of fantastic action, but you cannot 
hold it without exciting interest. In this con- 
nection, thoughtful preparation and rehearsed 
presentations will greatly. strengthen your 
canvass. You should furnish yourself with in- 
teresting facts, striking examples and novel 
forms of statement. You will find it effective 
to draw illustrations from your prospect’s busi- 
ness and to employ terms which he is ac- 
customed to use in speech and thought. It is 
a universal human trait to be attracted by 
pictures and movement. Emphasizing your 
talk with diagrams and rough sketches is a 
certain way of holding your prospect’s atten- 
tion. But beware of scribbling whilst talking. 
Your man is sure to follow the motions of 
your pencil and if its markings are obscure or 
irrelevant to the subject in hand his mind will 
take a corresponding turn—Great West Life 
Bulletin, 


Bird vs. Bird 

We all know a bird is an early riser. He must 
eat. If he is a family bird he has responsi- 
bilities, so he gets busy. He goes after what 
he wants and he generally gets it. Now we 
humans are just about in the same position, only 
some dig more than others. If you are am- 
bitious you must be up early and digging. 
There’s always someone at the top of the list, 
and that someone may as well be you. Make 
it you! Your prospects, after appreciating the 
benefits and protection you have given them as 
a representative of our company, will thank 
you, while the worm the bird dug up will have 
nothing to say—and if you don’t dig you will 
be likened unto the worm, because someone 
will get you and you won’t thank them, 

Moral: Dig up the business or the other 
fellow will cover you up digging for his.—John 
Hancock Field. 


- Vital Statistics 

One of the census men called at the home of 
a workingman in New York, noted in his neigh- 
borhood as a great reader and a wiseacre for 
statistics. He found the man poring over an en- 
cyclopedia. 

“How many children have you?” asked the 
census taker. 

“T have just three—and that’s all there will 
he, too,” replied the man, looking up from his 
book of knowledge. 

“All right, but why so positive ?” 

“According to this book here,” said the man 
with deadly seriousness, “every fourth child 
born in the world is a Chinaman !”—Saturday 
Evening Post. 





Ned Hanlan, one of the world’s greatest oars- 
men, was once asked how could a man improve 
in rowing. His answer hit the nail directly on 


the head, “Keep on rowing.” 

Many an agent has asked, “How can I im- 
prove in writing business?” The answer is keep 
on writing business—Prudential Record. 
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Many Changes in the Districts, New 
Ones Created 

JAMES KIRKBRIGHT HONORED BY 
ASSOCIATES 


Providence Leads in Industrial Increase; 
South Shore, Ill., Ahead in Ordinary 
Business 

A complimentary dinner was tendered to 
Superintendent James Kirkbright of the 
Nashua, N. H., district, on the evening of Sep- 
tember 27, by his associates in the field, on the 
occasion of his leaving that district to become 
superintendent of the Torrington, Conn., dis- 
trict. He has been employed by the Metro- 
politan during the last twenty-three years, four- 
teen of which were as superintendent of 
Nashua. He was presented after dinner with 
a bronze desk set and a fraternal watch charm 
bearing the insignia of the Masonic Order on 
one side and on the other that of the Odd Fel- 
lows, in testimony of the esteem in which he 
was held by his business friends, and responses 
to appropriate toasts were made. 

In addition to the above transfer there have 
been many other changes among the superin- 
tendents, owing to new districts being created, 
etc. Among them are the following: 

Frederick J. Williams, superintendent of the 
Jamestown, N. Y., district, was transferred to 
Syracuse, N. Y., succeeding Cornelius Van 
den Bout, who was promoted to be superin- 
tendent of the Southwestern territory, a change 
made necessary by the return to New York of 
George B. Scott, former manager of the Pa- 
cific coast head office. 

The vacancy which thus occurred at James- 
town was filled by the transference of James 
F. Segerson, superintendent of Oswego, N. Y., 
and his place was filled by Edward S, De Gray, 
deputy superintendent at Syracuse, who thus 
became superintendent of Oswego. 

A new district has been created, to be known 
as Yarmouth, N. S., and Herbert C. Coates, 
formerly deputy superintendent in charge of 
the Fredericton, N. B., section of the St. John, 
N. B., district, was promoted to be superin- 
tendent. 

In the New England territory a new district 
was created, to include Bellows Falls and 
White River Junction, Vt., formerly detached 
offices of the St. Johnsbury, Vt., district, and 
to be known as the Bellows Falls, Vt., district. 
Albert H. Thompson, a deputy superintendent 
at Bangor, Me., was promoted to be superin- 
tendent at Bellows Balls, Vt. 

Max Stiegel, deputy superintendent at Provi- 
dence, R. I., was promoted to he superintendent 
at Attleboro, Mass., to succeed Superintendent 
J. L. Lynch, resigned. 

Frank H. Haney, deputy superintendent at 
Portland, Me., was promoted to be superin- 
tendent at Meriden, Conn. 

Neel Deering, general deputy superintendent 
of the Southwestern territory, was promoted 
to be superintendent of Topeka, Kan., district, 
succeeding Superintendent Fore. 
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Several changes have been made in 
Canadian territory as follows: 

William G. Ferguson, superintendent at Fort 
William, Ont., has been transferred to Regina, 
Sask., and Superintendent J. T. R. Lumby of 
that district has taken the place of Ferguson 
at Fort William, Ont. 

Martin V. McDonald, deputy superintendent 
at Winnipeg, Man., has been promoted to be 
superintendent at Brandon, Man. 

Percy Winterbourne, superintendent at Win- 
nipeg, Man., was transferred to Montreal West 
to replace Frank A. Buck, transferred to St. 
Lawrence, Que. while Percy G. Leaney, 
formerly superintendent at Calgary, Alberta, 
has taken the place of Winterbourne at Winni- 
peg, Man. 

J. B. Hilts, superintendent at Stratford, 
Ont., has been transferred to Calgary, Alberta, 
and Frank B. Brown, former travelling super- 
visor of the Canadian territory, was appointed 
superintendent at Stratford, Ont., to succeed 
Hilts. 

The relative standing of the ten leading dis- 
tricts in the country at large, exclusive of the 
Pacific coast, in average industrial gross in- 
crease per week, per agent, up to and including 
the first week of the last quarter of the year 
is as follows: Providence, R. I., Superintend- 
ent W. G. Bagley: Woonsocket, R. I., Super- 
intendent W. H Rogers; Biddeford, Me., Su- 
perintendent J. C. Le Bel; Torrington, Conn., 
Superintendent Peter Desautels, Oakland, IIl., 
Superintendent A. C. Wehmeier; Delmar, Mo.., 
Superintendent Leon Bendel; Bay Ridge, N. 
Y., Superintendent F. D. Berkeley; North 
Adams, Mass., Superintendent A. R. Chavo- 
nelle; East St. Louis, Ill., Superintendent W. 
P. O’Del, and Springfield, Mass., Superintend- 
ent J. G. Schwenger. 

The relative standing of the leading districts 
in the country at large, exclusive of the Pacific 
coast, in average paid-for ordinary business, 
per month, per man, up to and including the 
last week of the third quarter of the year, show 
the following districts among the first ten: 
South Shore, IIl., Superintendent J. P. Cleary; 
Cadillac, Mich., Superintendent J. A. Blake; 
Detroit, Mich., Superintendent Edwin Bond; 
Dearborn, Ill, Superintendent Adolph Bame; 
St. Clair, Mich., Superintendent W. C. Martin; 
Wolverine, Mich., Superintendent Peter Mona- 
han; White Plains, N. Y., Superintendent 
Louis Phillips: Gordon Park, Ohio, Superin- 
tendent David Rudberg; Ridgewood, N. J., Su- 
perintendent David Rudberg, and Englewood, 
Ill., Superintendent W. F. Monahan. 


Metropolitan Outing 


Members of the Trenton and Camden dis- 
tricts of the Metropolitan Life participated in 
a day’s outing at Burlington Island Park last 
week along the Delaware river, south of Tren- 
ton, N. J. Ina baseball game, the Trenton dis- 
trict team won over their South Jersey rivals 
by a score of 7-5. George Gray of Trenton 
starred in the game with several sensational 
catches. There were also a number of boxing 
bouts on the program. 





Group Insurance Policies 

Following are recent sales of group insur- 
ance by the Prudential. Name of employer, 
location and nature of business: 

Ehret Magnesia Manufacturing Company, 
Forge, Pa., magnesia. 

Orgill Brothers & Co., Memphis, Tenn., hardware. 

Wood Mosaic Veneer & Core Depts., Louisville, 
Ky., veneer and cores. 

J. V. Reed Company, Inc., Louisville, Ky., manu- 
facturer tin tags. 
Peter Klener 
Ind., furniture. 
Coburg Matting & Carpet Co., Ltd., Coburg, Ont., 


Canada, matting and carpet. 
Schuman Carriage Company, Ltd., Honolulu, H. T., 


automobiles and implements. 

California Transportation Company, San Francisco, 
Cal., river transportation. 

Forward Association, New York, N. Y., publishing. 

World’s Dispensary Medical Association, Buffalo, 
N. Y., patent medicines. 


Valley 


Furniture Company, New Albany, 


Two thousand employees of the Lancastcr 
Mills of Clinton, Mass., have been insured 
under a group life policy by the A®tna Life. 
The aggregate amount of insurance provided 
is $1,400,000. The insurance on each ‘life 
ranges from $500 to $1000 according to the 
length of time an employee has been in the 
company’s service. The Lancaster Mills manu- 
facture fine textiles. The policy is one of the 
largest which has been written by the Attna 
Life during the last few months. 

Another large policy recently closed by the 
group life department of the A“tna Life pro- 
vides 411 employees of the Francisco Sugar 
Company, a large Cuban concern, with life in- 
surance to an aggregate of $801,750. The 
minimum amount of insurance provided for 
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an employee under this policy is $1000, which 
increases over a period of eleven years to a 
maximum of $5000. Al.hough the nuaiber of 
employees covered uncer this ;o.icy is ¢ m- 
paratively small, the amount of insurauce car- 
ried on each employee is considerably larg r 
than usual, brinzirg the poicy almost up to 
the million dollar mark. 

The employees of the Sacramento Northern 
Railroad, an electric road which runs between 
Sacramento, Oakland and other places in that 
section of California, are insured under a 
group policy for $299,900 which the Etna Life 
has just written. The number of employees 
benefiting under this group insurance is 485. 
The minimum insurance provided for an em- 
ployee is $300 at the end of three months’ serv- 
ice increasing’ to $1000 over a period of five 
years. 

Of particular interest to insurance men is 
the group policy which the “Etna has written 
on the employees of the Underwriters Associa- 
tion of the middle department, located at 
Philadelphia. The employees of this associa- 
tion are provided under the policy with $500 
insurance on their lives after six months’ serv- 
ice increasing to $2000 over a period of five 
years. This policy covers 158 employees and 
amounts to $197,500, 

The Bank of the Manhattan Company has 
insured its 400 employees with the AZtna Life 
for $800,000. Other companies which have re- 
cently purchased group insurance through the 
7Etna Life are: 

The Raymond Lumber Company, Raymond, 
Wash.; the American Mills Company, Aber- 
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deen, Wash.; the Columbia Lumber & Box 
Company of South Bend, Ore.; the Paducah 
Lumber Company, Paducah, Ky.; the Arkansas 
Oak Flooring Company and the Pine Bluff 
Spoke Company, both of Pine Bluff, Ark.; the 
Twin Tree Lumber Company of Hopkins, Ga. 
The Daniels Motor Company of Redding, 
Pa.; the Pittsburgh High Voltage Insulator 
Company, Derry, Pa.; the Automatic Button 
Company of Musatine, Ia.; the Lydia E. 
Pinkham Medicine Company of Lynn, Mass. 


Surest Selling Strategy 

Probably the safest, sanest, surest and, one 
might say, rarest selling strategy in the world 
is to know one’s line so thoroughly that nothing 
can surprise, confuse or shake one. Other forms 
of strategy are all right for special occasions, 
emergencies; but the strategy that wins in sell- 
ing, day after day, week after week, month after 
month, is knowing one’s line so well and being 
so cramfull of enthusiasm about it that one for- 
gets to use “selling arguments” and confines one- 
self to giving actual, definite information, with 
the assurance and enthusiasm that go with thor- 
ough familiarity with the goods one is selling.— 
Saturday Evening Post. 


Reasons for Lapse—Avoid Them! 

Failing to collect the premium at the time the 
application is written. 

Not giving a clear and thorough explanation 
of the contract when delivered. 

Not keeping in touch with the insured after 
the contract is placed, losing the insured’s good- 
will and business friendship, 

Thinking only of the commission, and not of 
the real need of insurance, causing the wrong 
kind of policy to be placed and for the wrong 
amount.—John Hancock Field. 
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out Illinois. 


industrial insurance of good record in Chicago, Chicago Heights, 


HE Globe wants Reliable Life agents with experience in ordinary and 
[ Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 


THE EUREKA LIFE INSURANEE COMPANY 


The population of Chicago and surrounding towns and cities is 3,000,000, 
within the ‘“‘forty mile limit’? reached by and through suburban transpor- 
tation, practically all one city, gives unequaled facilities to transact business, 
particularly in ‘‘Paying Claims on Sight’’ in the industrial branch. 


Can handle men who can write ordinary business. 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 


Company, issuing all the STANDARD FORMS of 


Our System: 
ur System POLICIES, INDUSTRIAL and ORDINARY. 


All ages taken from date of birth. 


Benefits: 

All policies pay for death and total and permanent disability benefit. 
8,000 death, total and permanent disability and other cash benefits paid on 
residents of Chicago and surrounding towns. 


JOSH. N. WARFIELD, Jr., Vice-President 


JOHN C. MAGINNIS, President 
J. HOWARD [GLEHART, Medical Director 


H. LEISHEAR, Jr.» Sec’y & Treas. 











Premiums: 
Can be paid weekly, monthly, quarterly, half yearly and yearly. 


*“‘Claims Paid on Sight.” 





Contracts given with or without lapses being charged. Under the latter 
contract an ht Supt. of another company earned $4,000 the first 30 


weeks of this year. 
Under the Globe system an experienced representative can become a 


Supt. from the time he starts. 
Progress of the Globe is five times greater than the average of life insur- 
ance companies in the U. S. for some years. This year for the first six 


months, 
Increase in Premium Income...20 Per Cent 
Increase in Assets 30 Per Cent E 


If you are a progressive industrial life insurance man come to Chicago 
and work for the Globe. Apply, 


UBLICATIONS OF C. & E. LAYTON. 
dil b M t | Lif | C The undersigned are sole agents in the United States for the old established 
0 e { ua | e ns, 0. publishing house of Charles & Edwin Layton of London, England, whose long list of 
| publications on fire, life, marine and other branches of insurance embrace the most 


valuable and standard treatises on these subjects. 
SEND TEN CBNT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 


431 S. Dearborn St., Chicago, III. 


T. F. Barry, Sec. and Gen’l Mgr. 
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Fire Insurance 








into groups as follows: American Stock Fire 
and Marine Insurance Companies (licensed) ; 
Foreign Fire and Marine Insurance Compa- 
nies (licensed in the United States) ; American 
\lutual Fire and Marine Insurance Companies’ 
Underwriters Agencies; Lloyds and Reciprocal 
Underwriters Associations ; Unlicensed Ameri- 
can Fire ‘Insurance Companies; Unlicensed 
Foreign Fire and Marine Insurance Compa- 
nies, and data concerning each company are 
segregated so that practically all desired in- 
formation relating to a single company may be 
found by one reference. Some of the informa- 


tion thus given is mentioned below: Company 
officials, directors and general and _ special 


agents, with the territory covered; tabulation 
of the principal items of the statements for five 
years (mutual-companies, three years) ; finan- 
cial statements as of December 31, 1919, show- 
ing character of assets and liabilities, with the 
amount of each class; risks and premiums in 
force; business since organization; descrip- 
tions of real estate holdings, with more or less 
detail as to cost, market values, etc.; descrip- 
tions of mortgage loans; details of securities 
for collateral loans; descriptions of classes of 
bonds and stocks owned, with market values; 
data concerning San Francisco and other con- 
flagration losses, capital changes and surplus 
contributions, etc. 


Huce Fire INsurANCE TRANSACTIONS 

The importance of the fire and marine in- 
surance transactions in the United States is 
indicated by the grand totals for 1919 here ex- 








“All kinds of Insurance 
on Automobiles” 


FIRE THEFT 
COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Pierce Building, ST. LOUIS, MO. 


LAWRENCE B. PIERCE, Chairman of Board 
CHAS. W. DISBROW, President 














hibited, taken from the Recapitulation Tables 
of the Fire and Marine Volume of The Insur- 
ance Year Book: 


Number of companies (stock, 324)..... 8386 
Capital paid up (U. S. companies)...... $163,1038,350 
FIGBECRS:  eicicidierd ows Welee oerivieirsedaednae esa 1,419,893,1038 
GE DENG Se Iinlecaes Waco cwctviaine em ae es Cemiaans 470,316,478 
INGE PROMNENNG he ccc scvedewacesee de aveds 333,948,082 
POUL SOOM. 66 oa a 01s Saw nena marete dence ans 908,311,552 
EGGHON TAN aces Ged wad seen asennsetences 344,308,413 
Dividends (Am. stock cos., $18,151,885). 57,592,782 
PR DGRINE Care aisoe Vien ncucrict sale oon cane é 300,455,772 
Potal EXpendHures 26. cescccevhetesedes 702,356,967 


SOME OF THE DEPARTMENTS PRESENTED 

The list of “Companies That Have Failed or 
Retired” contains about 3000 names. 

The directory of insurance agents and lists 
of insurance attorneys and adjusters contain 
about 65,000 names. 

Data are presented as to insurance companies 
in fifty foreign countries. 

The officers of nearly 400 underwriters or- 
ganizations are given. 

The premium receipts of individual com- 
panies are tabulated for twelve cities. 

Notable conflagrations in the world’s history 
comprise about 400 such events from B. C. 
1897 to A. D. 1920. 

The list of large fires in the United States 
and Canada embraces about 400 fires occurring 
in the last two centuries, each causing $1,000,- 
000 or more of loss. 


FirE DEPARTMENTS AND WATER SUPPLY 

“Fire Departments and Water Supply” is 
the descriptive title of a division of The In- 
surance Year Book, fire and marine volume, 
which has been found exceedingly useful by 
fire underwriters desiring to ascertain the ex- 
tent of the fire protection maintained in the 
various cities and towns of the United States 
and Canada. Although the data presented are 
condensed as much as they can be intelligibly, 
and are set in small type, the matter relating 
to 8491 cities and towns occupies 484 pages, 
and would make a very respectable book in 
itself, well worth the price of the whole Year 
300k. The information presented is of a 
strictly utilitarian nature, and well calculated 
to convey a clear idea of the prevailing condi- 
tions to the respective municipalities, 


OTHER USEFUL INFORMATION 


Among the other departments are a list of 
surplus-line companies and brokers, with the 
names and addresses of parties furnishing the 
policies of the respective companies ; short-rate 
cancellation tables in use in various sections 
of the country; premiums and losses of indi- 
vidual companies in New York city for two 
years; statistics of fires in American and in 
toreign cities; a list of State insurance officials 
and dates of next sessions of State legisla- 
tures; list of automatic sprinklers and their 
risks covered by automobile 
companies 


manufacturers ; 
policies of different 
writing sprinkler leakage insurance ; stock com- 
panies writing tornado insurance; risks written 
and in force; National Board tables of risks, 
taxation, ratios, 


companies ; 


premiums, losses, 
etc.; taxes paid by fire insurance companies in 
1919 with ratios to premiums; par, book and 


market values of insurance companies’ stocks 
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expenses, 





with yearly dividend rates for twenty-five years ; 
companies in the hands of receivers, with the 
names of the latter; a chapter devoted to in- 
surance in Canada, and tabulation of the home- 
office statements of British and other foreign 
companies for 1919. 


Directories OF INSURANCE AGENTS, ATTORNEYS 
AND ADJUSTERS 

The book contains a directory of insurance 
agents throughout the United States and 
Canada, arranged by States and towns, which, 
with supplemental lists of insurance attorneys 
and adjusters, occupies 283 pages, four 
columns to a page, and includes some 65,000 
names. This list, which is revised yearly, in- 
dicates the class of business handled by each 
agency. 

RECORD OF THE YEAR 

Another feature of the fire and marine vol- 
ume is a record of the year to June 15, em- 
bracing official changes, deaths, new companies, 
etc, 

The whole work is fully indexed, and no 
insurance library is complete without it—in 
fact, it should find a place on the desk of every 
fire underwriter in the country. 

The Insurance Year Book sells at $10 per 
volume, or $18 for the two volumes when or- 
dered together. Address all orders to The 
Spectator Company, New York. 


Committees of the National Convention of 
Insurance Commissioners 


The National Convention of Insurance Com- 
missioners has announced the personnel of its 
standing committees for the coming year. The 
committees and the chairman of each are as 
follows: 

Accident and health policies, A. C. Savage, 
lowa; actuarial bureau, A. L. Harty, Missouri; 
assets of insurance companies, Clarence W. 
Hobbs, Massachusetts; blanks, Henry D. Ap- 
pleton, New York; codification of rulings, W. 
N. Van Camp, South Dakota; credentials, R. 
L. Welch, Oklahoma; examinations, J. R. 
Young, North Carolina; fidelity and surety 
companies, Joseph Y..Brown, Vermont; fire 
insurance, Joseph Button, Virginia; fraternal 
insurance, C. W. Fairchild, Colorado; laws and 
legislation, Burton Mansfield, Connecticut ; 
miscellaneous, Robert B. Forsyth, Wyoming ; 
publicity and conservation, Thomas J. Keating, 
Maryland; unfinished business, G. Waldon 
Smith, Maine; rates of insurance companies, 
J. C. Luning, Florida; rates of mortality and 
interest, T. M. Henry, Mississippi; reserves 
other than life, Thomas B. Donaldson, Penn- 
sylvania; social insurance, Rulon S. Wells, 
Utah; taxation, John S. Darst, West Virginia; 
workmen’s compensation Platt 
Whitman, Wisconsin; valuation of securities, 
Jesse S. Phillips, New York; unauthorized in- 
surance, P, H. Wilbur, Rhode Island. 


insurance, 


—The New York Community Trust has been’ formed 
in New York to handle charitable funds. Several of 
the large life insurance companies are interested, as 
well as a number of trust companies. 
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“The Leading FIRE INSURANCE Co. of America” 
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Pater! 


WM. B. CLARK, President 


One Hundred and One Years of satisfactory 
dealing has developed for this Company its 
splendid reputation and great business 


Losses Paid over 


$183,000,000 


THE ARGUMENT OF RESULTS 


Show any open-minded person—needing Life Insurance—what the Great-West Life 
Assurance Company is doing for its Policyholders, and the arguments of RESULTS 
will usually win. 

What these results mean to the Agent only the Agent knows! ; 
There are unusual opportunities for competent canvassers in the Great-West organi- 
zation at the present time. Information on request. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office - Winnipeg 
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EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 
“Oldest and Best’’ 








Accid** Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 
Insurance to February Ist, 1921, for $2.00 
Write for Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 











YOUR TERRITORY— 


CAN YOU WORK IT ALL? 


Suppose there are 100,¢66 people of 
insurable age in your territory. 





Suppose 50 per cent are women. Unless you can write 
wemen, your territory is cutin half. Lincoln Life agents 
can write women at the same rates as men. 


Also suppose 10 per cent of the original number have 
slight physical defects and that 5 per cent more are 
engaged in hazardous occupations. You lose 15 per cent 
more unless you can write them. Lincoln Life agents 
can write nearly all of them. 


Because you can work all your territory, it pays to— | 


(Unk uP (wire THE () LINCOLN) 


The Lincoln National Life Insurance Co. 




















“Its Name Indicates its Character” 


Liacoln Life Building Fort Wayne, Indiana 


Now More Than $1 48,00? 000 In Force 











Great American 
Ansurance Company 


New Pork 


INCORPORATED - 1872 
PAID FOR LOSSES 


$112,397,573.17 
STATEMENT JANUARY 1,1920 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


17,191,302.37 


Ef SURPLU 


11,01 0,376. 5 1 
33,201,678.88 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3ist, 1919 


Since January Ist the Capital Stock of the 
Company = — increased to $10,000,000. 


e Company now owns 


$10,000,000 mn S. Government Liberty Loan Bonds. 
Home Office, One Liberty Street 
New York City 


Western Department 
WALTER H. SAGE, Gen’! Mgr. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicaée; iil. 
Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen’! Agent 
10 Sansome Street 
San Francisco, California 
Marine Department 


WM. H. McGEE & CO., Gen’! Agts 
15 William Street, New York City 
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John E, King, Pres. 


Orrin C, Lawrence, Treas. 


King, Alley 








and Lawrence, Inc. 


Underwriters 


136 William Street 
New York 


Acceptable risks solicited in all parts of the 
United States, Canada and Cuba 


B. J. Alley, Vice-Pres. 
_ John B, Sirich, Sec’y 














NEW YORK SURVEYS 

October 9, Fire Prevention Day.—Ne- 
York city celebrated Fire Prevention Day with 
about forty fire alarms, practically the normal 
number under present weather conditions. 

The Multiple Tenant Building.—This, un- 
doubtedly, is the type of risk which occasions 
the heavy fire loss in New York city, and until 
its problem is solved, from the fire prevention 
point of view, the problem of fire reduction in 
New York city will not be solved. Have we 
not reached a time when we can compel a high- 
grade protection for multiple occupancy build- 
ings? This, undoubtedly, is the only remedy. 

Starkweather & Shepley Move.—The New 
York underwriting and brokerage offices of 
Starkweather & Shepley have been moved to 118 
William street, where that firm will occupy the 
front of the grade floor and all of the fifth and 
sixth floors of its new building. 


Ten Dollars Per Square Foot.—When you 
come to think that on the ground floor of Wil- 
liam street this is the price which it may cost 
you, one would almost be inclined to suggest 
that employees be chosen with small feet in 
order that the number of square feet be reduced 
to the minimum. All joking aside, however, we 
believe that price has been secured in some 
cases, 

An Announcement Awaited.—Curiosity is 
being expressed over the continued vacancy of 
the ground-floor offices of the Merchant Marine 





House, formerly occupied by the American Mer- 
chant Marine Insurance Company. ‘| hese offices 


are not for rent, and while there are rumors 
that the building is in the market for sale, no 
definite information seems to be obtainable. 
Considering the fact that office space in that 
district is heid at a very high premium, it 1s 
argued that the quarters must be held in re- 
serve for some purpose, possibly, according to 
reoccupancy by the American 


one rumor, for 


Merchant Marine. 
CHICAGO AND THE WEST 
Sprinkler Standardization Meeting.— 
annual meeting of the Sprinkler Standardiza- 


he 


tion, under the auspices of the Central Actuarial 
The meeting was 
held last week in the assembly of the 
Chicago Board of Underwriters, and was pre- 
sided over by J. H. Brumbaugh, chief engineer 
of the Mr. 
large number of questions regarding the changes 
After the adjournment of this 
the Western 


Lureau, was largely attended. 
room 


Bureau. Brumbaugh answered a 


in the rules. 
meeting the annual 
Association of Sprinkler Inspectors was held 
President, 


meeting of 


and the following officers elected: 
J. R. Sullivan; vice-president, A. J. Meyer: 
secretary and treasurer, C. S, !lull. 

New Farm Superintendent.—Wallace C. 
Rogers has been appointed superintendent of 
the Western farm department of the Hartford 
Fire, succeeding the late A. J. Elder. Mr. 
Rogers started in a local agency at Springfield, 


Fire Insurance 


Ky., in 1911. He later became special agent 
for Kentucky, lowa and Illinois for the Conti- 
ental. Two years ago he went with the Hart- 
ford as special agent for the farm department in 
Ilinois. 

Sun Reunion.—The field the 


eK, , ; : 
Western department of the Sun of London met 


men of 


at dinner at the Union League Club last week 
for their annual reunion. 

Westchester Manager to Retire. —S. 
Schwarz, manager of the Western department 
of the Westchester, will soon be retired on a 
pension after close to thirty-five years of con- 
tinuous service with the company. Mr. Schwarz 
will remain in charge until his successor is in- 
stalled. He started in 1875 with the Western 
department of the Great American, then known 
as the German-American. In 1886 he entered 
the service oi the Westchester as accountant, 
Lecoming ageicy superintendent in 1902. Two 
years later he was made associate manager with 
the late Fred W,. Lotz, under the tirm name of 
Lotz & Schwarz. 

Life Members’ Meeting. 
annual meeting of the Life Members of the 


At the eleventii 


lire Underwriters Association of the North- 
west, held in Chicago last week, the following 
President, J. W. O’Brien; 
first vice-president, M. W. Van Valkenberg; 
second vice-president, M. L. Sears; secretary 
and treasurer, W. A. Chapman. 
BOSTON AND VICINITY 

Boston’s Delegate to Des Moines.—Alfred 

L. Davenport, who was chairman of the fire 


ctheers were elected: 


prevention committee of the national associa- 
tion, has been appointed the delegate of the 
Boston Board to attend the local agents’ con- 
vention at Des Moines, Ia. 

Underwriters’ Bureau Luncheon. — The 
staff members of the Underwriters Bureau of 
New England held a luncheon get-together last 
Saturday. It was addressed by Manager Gor- 
ham Dana and Superintendent W. D. Milne. 

F. G. Freiberger Makes a Change.— 
Frederick G. Freiburger, who has had several 
years’ experience with Rosencrantz & Co., and 
with Timmerman & Co., has joined the staff of 
Kaler, Carney, Liffler & Co., as special agent 
in the general agency department. 

Job for an Underwriter.—No action has 
as yet been taken regarding the appointment of 
the underwriter for the proposed Employers 
Fire Insurance Company. It is not expected 
that the appointment will be considered for 


some weeks. 


REINSURANCE ONLY 


GLOBE NATIONAL 


FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Secretary and Gen’! Mgr. 
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THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 
AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 


Established © 1869 


LONDON GUARANTEE 2 ACCIDENT CO., Ltd. SEnacano® 


Head Office: CHICAGO, ILL. F. W. LAWSON, Geen Manager 








F. J. WALTERS, Resident Manager, 55 ; dots Street, New York. 
STOKES, PACKARD, HA — o SMITH, 

Resident Ba 434 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & Con Resident Managers 145 Milk Street, Boston, Mass. 


= 








“2 IN i 99 


Reserves and Surplus to Policyholders COMBINATION 
op tHER RN $1,950,000.00 ONTRACTS 


E LIFE 
mF HEALTH 
WIFE ACCIDENT 
E poticy 
paneMiuM 
5 DOUBL 
INSURANCE CO. e tee 
Northern Life Building menses an ds, Feet 


SEATTLE, U.S. A. 





a: Disability 
Benefits 
Monthly Indemnities 
Sickness er Accident 





HOME OFFICE, SEATTLE, U.S. A. 
Reliable Representatives Wanted 


D. B. MORGAN 
President 

















lor an operation, For men’s suits, 


a surgeon; a tailor; 
Tor women’s clothes, For building plans, 
a modiste; an architect; 


For automobile insurance, 


THE OHIO CASUALTY INSURANCE CO. 


A specializing company offering “the best in automobile 
insurance.” 


B. D. Lecklider, President 
Howard Sloneker, Sec’y and Mer. 
HAMILTON, OHIO 


LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 


Authorized Capital and Surplus 
$2,000,000 


Enters the Insurance Field 











* Would you like to represent a life company in its 
home state where you will have back of you the in- 
fluence and interest of the biggest men in the com- 
munity ? 


If so, communicate with 
CLINTON C. WHITE, Secretary 


Puritan Life Insurance Company 
Providence, R. I. 


A direct contract with the Company. General Agent’s Commissions. 


THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in IIlinois still open. Will 
be pleased to hear from anyone interested. 




















WANTED 

Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Exper.ments, chance for promotion. 
FEDERAL CASUALTY COMPANY «= «# «= DETROIT, MICHIGAN 

POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY e- = DETROIT, MICH. 
(Same Management as Federal Casualty Company.) 











C. E. Clarke, President J. R. Anthony, Jr., Secretary 


CAPITAL STOCK, $206,700.00 


PENINSULAR CASUALTY COMPANY 


General Offices: St. James Building, Jacksonville, Fle. 
Accident and Health Insurance 


Commercial and Industrial 











Surety and Fidelity Bonds 





American Bonding and Casualty Company 


Vr) 
CASUALTY COMPANY 
SIOUX CITY 





Home Office: Sioux City, lowa 
Gus. A. Elbow, President 


Over $850,000.00 in approved securities on deposit with Iowa Insurance Department for protection of policyholders. 
Assets June 30th, 1919—$1, 707,890.53 


The unprecedented growth of this company is evidence of the quality of our Service. Agents are invited to avail themselves of thiS 
service where we are not represented, 


Casualty Insurance 
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E. D. MARR MOST LOYAL GANDER 


Blue Goose Has Four New Ponds—Over- 
flowing Attendance at Dinner 

E. D. Marr of Kansas City was elected Most 
Loyal Grand Gander at the recent annual 
meeting of the Grand Nest of the Blue Goose 
in Chicago. He succeeds John A. Hanson of 
Grand Rapids, Mich. The attendance at the 
meeting was over five hundred with only two 
or three ponds not represented. A gain of 710 
new members and four new ponds was re- 


ported. The new ponds are New York, New 
england, Arkansas and Utah-Idaho. 
The good fellowship dinner was over- 


crowded, fully fifty ganders being unable to 
participate. Cabaret and vaudeville enlivened 
the evening and the incoming and outgoing of- 





THE SUPERIOR 
FIRE INSURANCE CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 
EDWARD HEER, Sec’y & Treas. 


Why not make room in your 
agency for a conservatively-man- 
aged, medium-sized American 
Company whose indemnity, treat- 
ment of agents and assured, will 
bear inspection for nearly half a 


century? 


Capital............ $500,000.00 

Surplus to Policy 
Peobers.......... $981,011.90 

Assets.............$2,644,765.88 
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ficers were called upon for speeches. Carroll 
L. DeWitt of New York presented Mr. Han- 
son with a platinum and diamond scarf pin in 
behalf of the Grand Nest. Paul E. Rudd, 
Grand Wielder of the Goose Quill, was the 
recipient of a similar token at the hands of 
George R. Crossby of Iowa. 


C. H. COATES ELECTED 
President of Northwest Underwriters 
Chosen Unanimously 
At the closing session of the Fire Under- 
writers of the Northwest meeting held in Chi- 
cago last week the following officers were 

unanimously elected 

President, Charles H. Coates, Chicago, West- 
ern manager National Liberty; vice-president, 
William T. Venallack, Detroit, general agent 
Michigan Fire and Marine: secretary, Robert 
C. Hosmer, Chicago, Illinois State agent 
Phoenix of Hartford; treasurer, Royal A. 
Buckman, Chicago (re-elected), superintend- 
ent automobile department Royal. Directors 
to fill vacancies: Everett T. Tanner, Illinois; 
K. L. Walling, Iowa; C. D. Livingston, 
Michigan. 

In addition to the speeches which were re- 
viewed in THE Spectator of a week ago, Miss 
Grace Wilbur Trout, president of the Illinois 
Equal Suffrage Association, gave a short talk. 
\t the noon luncheon, which was served in 
the Elizabethan room of the Congress hotel, 
Vice-President Bernard T. Duffy presided. 
Short humorous talks were given by Ernest 
Palmer, associate counsel of the National 
Board and James V. Barry, assistant secretary 
of the Metropolitan Life. 


INSURANCE FEDERATION 
New York Organization to Hold Meeting 
In Albany 

The Insurance Federation of the State of 
New York will hold its annual meeting on Fri- 
day, October 29, at the Hotel Ten Eyck, 
Albany. Scott, president of the 
Federation, will give the leading address. 
John T. Hutchinson, secretary of the Insur- 
ance Federation of America, will also give an 
address and there will be at least one other 
speech by a prominent insurance man. 

The Federation has had a very successful 
Edgar M. Griffiths, J. Edward Poole 
and Chas. A. Porth form the committee in 
charge of arrangements. 


George A. 


year. 


JOHN G. HILLIARD IN BROOKLYN 


Union Assurance and Zurich General to be 
Represented 

John G. Hilliard, Inc., opened an office in 
Brooklyn this week in which the Union 
Assurance Company of London and _ the 
Zurich General Accident and Liability Com- 
pany will be represented. The office is under 
the management of A. T. Rice, who has been 
connected with the Hilliard agency for two 
decades and has been counterman there for a 
number of years. He will be assisted by O. 
Quaranta, who will be in charge of the casu- 
alty lines. The latter has been in the Hilliard 
offices since 1913, when the Zurich General 
was first represented there. 








THE LIBERTY FIRE 
INSURANCE CO. 





as 


Capital and Surplus 
$450,000.00 


JOHN C. BARDWELL 
President 


H. E. Schultz, Vice-Pres. 
Oscar B. McGlasson, ViceePres. 
Chas. L. Hecox, Sec’y. 
E. E. Rebbing, Ass’t. Sec’y. 
Floyd E. Norwine, Treas. 
Clem Deck, Ass’t. Treas. 


W. K. Sease, General Agent, Columbia, S. C- 
Hornberger, Schmitt & Co-, Gen. Agts-, San Antonio, Tex. 


Title Guaranty Bldg. St.Louis, Mo. 























CAPITAL $500,000. 


CITY 


CAPITAL $250,000. 


NORTH BRANCH FIRE 


INSURANCE 
COMPANY, 


INSURANCE 
COMPANY, 


INCORPORATED 1911. 


NET SURPLUS $160,473.14. 





INCORPORATED 1870. 


NET SURPLUS $68,381.07. 


SUNBURY, PA. 


OF PENNA., PITTSBURGH 


ASSETS $1,392,556.14 


AS SETS $660,328.77 
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THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 


Largest volume of Business—Greatest amount of 
assets—Largest yearly production of any Kansas 
life insurance company. ‘Truly it 


LEADS THEM ALL IN KANSAS 
WICHITA, KANSAS 





Home Offices, 


THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


Ideal contracts in a square=deal company 


E. J. HEPPENHEIMER, Presitent 
GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S.R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 














MISSOURI LIFE AND ACCIDENT 
INSURANCE COMPANY 


of St. Louis, Mo. 





Policies Issued on the Weekly Pian Only 
‘‘Our Record is Our Reputation” 


W. A. JOHNSON, Pres. J. A. WALKER, Secy. 











THE 


Boston Mutual Life Insurance 
Company 
77 Kilby Street “7 Company of the — BOSTON, MASS. 


H. O. EDGERTON, President E. C. MANSFIELD, Sec’y & Treas. 
ROBERT KING, Supt. of Agencies 
A corporation organized and operating under the Insurance laws of 
Massachusetts. All desirable forms,of up-to-date contracts issued. 
CORRESPONDENCE SOLICITED 
Boston Mutual Contracts in their wording are perfectly simple and their 
benefits SIMPLY PERFECT. 











Fire Casualty Life 
RE-INSURANCES 


WILLIAM C. SCHEIDE & GO 


(INCORPORATED) 2 


HARTFORD, CONN. 


Baird Pallette, Gen. Mgr. H. Perk, Jr., Sec’y 


N. Blackstock, Pres. 


COMPLETE COVERAGE 


Automobile 
Insurance 


guternational Jndemnitp Ca, 
Home Office: Los Angeles 














Men capable of closing business and training 
new. agents or devoting entire time to writing 
new business can secure positions with ‘the 
undersigned company on salary, expense and: 
commission. In writing give full details, past 
history and reference. Address, 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 


A PENN MUTUAL PREMIUM, less a PENN 
MUTUAL DIVIDEND, purchasing a PENN MU- 
TUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION 
which in the sum of ALL ITS BENEFITS is unsur- 
passed for net low cost and care of interests of all 
members. 


THE PENN MUTUAL 
LIFE INSURANCE COMPANY 
OF PHILADELPHIA 

















GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 
All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 

















Metropolitan Casualty Insurance Co. 


OF NEW YORK 
Home Office 47 Cedar Street 
: PLATE GLASS—BURGLARY 


ACCIDENT—HEALTH 
INSURANCE 








EUGENE H. WINSLOW, President 
ROBERT A. DRYSDALE, Vice-President S. WM. BURTON, Secretary 
ALONZO G. BROOKS, Assistant Secretary 


RELIABLE AND ENERGETIC AGENTS WANTED 
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J. H. VREELAND APPOINTED 


U. S. Manager of Scottish Union and Na- 
tional Insurance Gets State Assurance 
Company Also 

John H. Vreeland, last week appointed man- 
ager for the United States and Canada of 
the Scottish Union and the National Insurance 
Company, has also been appointed United 
States manager for the State Assurance Com- 
pany, by its general manager, Albert H. Heal 
of Liverpool. For many years the Scottish 
and National and State Assurance companies 
have been under ‘the same management in 
Hartford. 

General Manager Heal is placing with the 
United States Trustees, Morgan G. Bulkeley, 
Meighs H. Whaples and Morgan B. Brainard, 
a large block of Government securities, and 
4 remittance from the general funds of his 
company, which will be added to the working 
funds of the United States Branch. This 
action is intended to provide further for re- 
serves and surplus, which will be made neces- 
sary by the more aggressive policy contem- 
plated by the new management. 


FIRE PREVENTION METHODS 
Charles E. Case of North British Speaks at 
Kansas City 

Charles E. Case, assistant United States 
manager of the North British and Mercantile, 
delivered an address before the Chamber of 
Commerce of Kansas City, Mo., last week on 
Fire Prevention. He impressed upon his 
hearers the personal responsibility of the busi- 
ness man in cutting down the enormous fire 
toll which annually eats so seriously into the 
resources of the United States. In ‘order to 
bring forcibly to them just how much this 
waste really amounts to, he pictured the Gov- 
ernment as making the proclamation follow- 
ing: 

The people of the United States will here- 
after be required to contribute to the Govern- 
ment a special tribute of $000,000 per day, 
which amount will be immediately destroyed. 
They are further required to designate each 
dav sixty human beings who shall be put to 
sinful death. 

In bringing out the figures of the National 
Poard which show that about seventy-five per 
cent of the fires of last year were either pre- 
ventable or partly so, Mr. Case took occasion 
to point out that business men could hardly 
expect to enjoy full credit from their bankers 
even though insured, if it is known that they 
are lax in fire prevention methods. 

Mr. Case explained the nature of conflagra- 
tions, showing by a list of the best known ex- 
amples thereof how impossible it is to predict 
where the next one will be and that the only 
Way to prepare for one is by all around pre- 
Vventive methods. 

Mr. Case then outlined some of the methods 
of protection. He recommended leadership in 
the matter through the chamber of commerce 
la special committee. 

fle mentioned using newspapers and other 
like channels to keep the public fully alive to 
the necessity of continued vigilance. A third 
method which he advocated was teaching fire 


. succeeds the late Sam B. Stoy. 


prevention in primary schools. In that way 
incidentally the subject is brought to the at- 
tention of the elders. 


CITY EQUITABLE TO ENTER 
London Reinsurance Company Will be 
Represented in United States 

The City Equitable Fire Insurance Company 
of London, England, will enter this country to 
do a fire reinsurance business. Middleton & 
Caton of London will take over the United 
States representation of the company. It is 
expected that E. G, Mansell, general manager 
of the City Equitable, will visit the United 
States in the near future. 

The City Equitable Fire was organized in 
1co8 as a tariff office. With the outbreak of 
the war and the consequent withdrawal of the 
German reinsurance companies, the City Equi- 
table increased its business very largely. Its 
statement for the year ending at the close of 
February, 1920, premiums +£2,632.532, 
losses £1,343,601, expenses £562,230, leaving 
a trading surplus of £726,701. 


was: 


Camden Fire Capital Increase 

The directors of the Camden Fire Insurance 
Association at a recent meeting decided to 
recommend to the stockholders of the associa- 
tion an increase of the capital stock and surplus 
by $50,000 by offering to them the privilege to 
subscribe to one-fourth of their present hold- 
ings at $10 per share (par $5), realizing $500,- 
000, of which $250,000 is to be added to the 
capital, making that item $1,250,000, and the 
remaining $250,000 to be added to the surplus 


account. 


George 0. Smith Appointed 

George O. Smith of San Francisco has been 
appointed Pacific coast manager of the Lon- 
don and Lancashire and allied companies. He 
A. G. Mc- 
Ilwaine, United States manager, and F. U. 
Pascoe Rutter, general manager from London, 
have been in San Francisco for several days. 

Mr. Smith has been agency superintendent 
of the Pacific coast department in San Fran- 
cisco. 


Brookivn Brokers to Meet 
The first fall meeting of the Brooklyn In- 
surance Brokers Association is scheduled for 
to-night (October 14) at 22 Court street. Auto- 
mobile theft losses will be discussed and a nomi- 


nating committee chosen. 


George A. Eastman Dead 
George A. Eastman of Boston, for 
years connected with the Boston office of the 
Liverpool and London and Globe and a local 
manager prior to his retirement in 1917, died 
recently at his home in Dorchester, Mass. 


many 


Andrew C. Mack Dead 
Andrew C. Mack of Chicago, managing un- 
derwriter of the Great Lakes Insurance Com- 
pany after spending a social evening with his 
friends following the Blue Goose dinner in the 
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Business Integrity 


is important when the life of your 
organization depends upon the 
prompt settlement of all reinsur- 
ance claims. 

Our Company offers attractive 
reinsurance in connecti.n with 
Compensation, Public and Gen- 
eral Liability, Accident, Health, 
Astomobile or Burglary Risks 
backed by an excellent reputation 
for Integrity in its business deal- 
ings. 


AMERICAN 
REINSURANCE CO. 


HANOVER BANK BUILDING 
E N EE W Y © HR A 


TON COMMON 

















La Salle hotel one evening last week met his 
death in an unexplained way some time before 
dawn. His body was found in Lake Michigan 
early in the morning and his car, which he had 
been using the previous evening, had disap- 
peared, 

Mr. Mack seemed to be in good health, al- 
though he had previously been ill. He had re- 
signed his connection with the Great Lakes to 
become effective January 31. He was very 
popular with Western insurance men. 








COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


—_—_———— 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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Agency Wants Actuarial Actuarial 
J. H. NITCHIE W. H. GOULD 


HELP WANTED 


Can you train men to produce accident 
and health insurance? Give your record 
and remuneration expected. 





ACTUARY 
19 SOUTH LA SALLE STREET 


ACTUARY & EXAMINER 
SYSTEM REVISION 




















James A. Ross, New Orleans, La. ee tee Sy cmicaco 256 BROADWAY NEW YORK 
; PAUL L. WOOLSTON W. R. HALLIDAY 
Prominent Agents and Brokers | 
INSURANCE EXAMINER, CONSULTING 
ACTUARY AND ACCOUNTANT ACTUARY 
LEON IRWIN & CO., Inc., New Orleans, La. MAJESTIC BLDG., citi aa: INSURANCE EXCHANGE CHICAGO 


REPRESENTING 

American Eagle Auto- National Union New Amsterdam 

mobile-Hartford National-Hartford Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 

surance Stuyvesant Automobile Insurance 
Fidelity-Phenix 

BROKERS’ LINES SOLICITED 


Insurance Underwriters 























NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, MGr., ROCHESTER 





DONALD F. CAMPBELL 


CONSULTING ACTUARY 


76 WEST MONROE ST. CHICAGO 
Telephone, Randolph 918 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 








FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansor Bldg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines, lowa 














J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. “ i 
Temporary money advanced on strictly private 
ments. 
All communcations held personal and confidential. : 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 

















E, F. JANSSENS 


Agent d’Assurances 
et de Reassurances 


Anvers 


Bruxelles 
2 Courte rue des Claires 


28 rue St Michel 


JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 




















Actuarial 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 











FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 


35 Nassau Street New York 

















A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 











MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 








FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 


Telephone Walnut 3761 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 








T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg.,. OKLAHOMA CITY, OKLA. 








F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 











ABB LANDIS, Actuary 


To January Ist, 1920, Mr. Landis 
has been employed by 204 of the old- 
est and largest Fraternal Societies in 
the United States and Canada, to 
compute rates of contribution, to 
make valuations, to report on read- 
justments, to prepare forms of certifi- 
cates, to write constitutions and to 
give technical advice. Long experi- 
ence in Fraternal work and technical 
knowledge of insurance and law give 
a superior value to his services. He 
has dealt with every phaseof the busi- 
ness to the satisfaction of clients. 
NASHVILLE TENNESSEE 














Insurance Lawyers 














| 


IRELAN D 
GEORGE McILDOWIE & SONS, Attorneys-at-Law, Bel- 


fast, Ireland. Refer to Equitable Life, Mutual Life, New 
York Life, Metropolitan, Aetna Life, John Hancock Mutual, 
Illinois Life , Boston Mutual and American Consus at Bel- 


fast. Cables: Melldowie, Belfast. 
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Casualty, Surety, Etc. 











MORE 


than a mere promise to 
pay in the event of loss 


REINSURANCE 


is a pledge of co=-opera= 
tion. 


We help solve a surpris= 
ing number of problems 
for our REINSURED, 
as a part of the SERVICE 





EMPLOYERS 
INDEMNITY 
CORPORATION 


Kansas City 


NEW YORK 
35 Nassau Street 


CHICAGO 
‘ Insurance Exchange 








SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1919 


(Condeased from Statement to U.S. Treas. Dept) 


Admitted Assets.. $3,890,624 .00 
CO x os sade 1,000,000. 00 
Surplue..... emai 564,840. 00 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 




















HUUUULAAAA EAL UAOMaaMnATS== 








TRAVELERS FALL CONTEST 
“Protection” and ‘‘Agents Record’ Com- 
bined 
The Travelers Insurance Company and the 
Travelers Indemnity Company announce a fall 
campaign for new business in new accident 
risks. Cash prizes and bonuses will be given 
for business written between October 4 and 
to be paid for not later than 
These prizes will be given to 


December IT, 
December 24. 
the twenty-five agents with the largest volume 
of new risks and the same number who secure 
the largest number of new risks. 

The publicity department of these companies 
announces the merging of the two agency pa- 
pers formerly written by them. The “Agents 
Record,” which was published for fifty years 
and was one of the oldest of such publications, 
will hereafter appear with, “Protection,” the 
name of the latter paper being retained. The 
old “Agents Record” performed a great serv- 
ice for the Travelers and its agents in securing 
new business. 


Hearings in Virginia 

Joseph Button, Commissioner of Insurance 
of Virginia, has set two important matters for 
hearing next week. On October 19 a hearing 
will be given to the mutuals and reciprocals 
who are applying for membership in the Vir- 
ginia Inspection and Rating Bureau, which 
membership has been denied them by the 
bureau. On October 21 is scheduled a hearing 
of the Virginia Coal Operators Association in 
regard to the new compensation rates which 
have been submitted to the bureau of insur- 
ance for approval. 


Ruling by Kansas Department 

Companies writing accident and health in- 
surance in Kansas will not be permitted to slip 
in clauses which virtually provide for life in- 
surance for the policyholder at accident and 
health insurance rates. The Federal Insur- 
ance Company of Lincoln, Neb., writes acci- 
dent and health insurance and contracts to 
pay indemnities for sickness from certain dis- 
eases. There is a provision that in the event 
of death resulting from any other diseases the 
company will pay $500 to the beneficiary, In 


DIGEST OF CASUALTY NEWS 








the view of the Kansas Insurance Department 
this appeared to be a form of life insurance 
written under an accident and health policy 
and was therefore disapproved. 
Wolverine Company Expanding 

The Wolverine Insurance Company, Lans- 
ing, Mich., will be recapitalized for a million 
dollars. Work of organizing the sales force 
to handle the new issue has been begun by 
Robert K. Orr, president, and also president 
of the Michigan Employers Casualty Com- 
pany. The Wolverine has written a million 
and a half of business since it began doing 
business in Michigan, June 1, of this year. 
The board of directors authorized the increase 
owing to the large Eastern and Southwestern 
business now in sight. The company was or- 
ganized by Mr. Orr to become a running mate 
of the Michigan Employers Casualty Company 
and the two organizations now cover all forms 
of automobile and compensation insurance. 


Change in St. Louis Agency 

The American Indemnity Company has ap- 
pointed the firm of Jennings & Cushman to 
represent it as general agent in St. Louis 
county, Missouri, and in St. Clair county, IIli- 
nois. The company was formerly represented 
by O. P. Rutledge, who will return to the local 
agency business in the South. 


To Investigate Auto Thefts 
The Attorney General of Massachusetts on 
Wednesday appointed, with the approval of the 
Governor and council, Henry F. Hurlburt, spe- 
cial assistant attorney general to take charge 
of the investigation of automobile thefts and 
related matters, the council having granted a 

special appropriation for the purpose. 


Severe With Reckless Drivers 
The rigid policy of Massachusetts in dealing 
with reckless automobile drivers was ex- 
emplified one day last week when sixty-three 
more licenses were revoked, making a total of 
1116 suspensions in five months 


—A Porto Rican: firm advertises elsewhere in this 
issue its desire to secure the representation of an 
American insurance company which wishes to develop 
its fire and marine business in Porto Rico. 





CRUM & FORSTER 


GENERAL AGENTS 


95 WILLIAM STREET 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D.C. 


F. M. GUND, Mor. western Dept. 
“reeport, Illinois 
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NEW YORK CITY 


The North River Ins. Co., N. ¥. 
Union Fire Ins. Co. Buffalo, N. Y. 


United States Underwriters’ Policy, N. Y. 


W. W. ALVERSON, Mgr. Pacific Coast Dept. 


San Francisco, California 








THE SPECTATOR 


Thursday 








= 


Extracts from Report of Examination of 


Southwestern Life Insurance Company 
By the State of Texas, June 28, 1915. 
“It is noteworthy that this Company was organized 
without any promotion expenses.” 


“I beg to report further that I find the Company in 
excellent financial condition. The volume of its business 
has steadily increased, its surplus is growing rapidly and its 
funds are being carefully conserved under expert super- 


vision.” 
HOME OFFICE, DALLAS, TEXAS. 








SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 











Look! 
Listen! 
A Michigan Company 


for 


Michigan People 


Stop! 





Detroit, Michigan Liberal Contracts to Live Agents 


ELMER FB. DEARTH Upto the minute policies. Write us. 
President 

















THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 


The real strength of an insurance company is in the conservatism of its man- 
agement, and the management of THE HANOVER is an absolute assurance of the 


security of its policy. 
R. Emory Warfield, President Fred. A. Hubbard, Vice-President 
E. S. Jarvis, Secretary Charles W. Higley, Vice-President 
William Morrison, Asst. Secy. 
Home Office, Hanover Bldg., 34 Pine St., New York 


SOUTHERN LIFE AND HEALTH INS. CO. 
“Oldest and Best’ 


Has openings for good debit men and business 
producers. 





P. O. BOX 884 BIRMINGHAM, ALAe 


ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 


Greatest Illinois Company 















We have passed the 


HALF BILLION MARK 


with over $530,000,000 
of insurance now in force. 


BANKERS LIFE COMPANY 


Des Moines 





Geo. Kuhns, President 

















Live Men Can Double Their Income 
selling our 
MONTHLY PENSION BONDS 
(copyrighted) 
Under our Service Pension Contract 


The LaFayette Life Insurance Co. 


LaFAYETTE, INDIANA 


W. W. LANE, Secretary A. E. WERKHOFF, Presiden 














The Northwestern Mutual Life 
Insurance Company was the 
pioneer in establishing rules to 





THREE RULES 


protect itself and its agents 











against evils which demoralized 
the business. 




















For twenty-seven years it has offered a stringent Anti=Re= 
bate Rule. 


For twenty-three years it has observed a No=Brokerage 
Rule which prohibits the acceptance of business from, or the 
payment of commissions to, other than an agent of the com- 
pany. Exception only is made in the case of legitimate surplus 
business and then only from a licensed agent of another com- 
pany upon an anti-rebate agreement from him. 


twenty-eight 
hered toits pres- 
“\ ice Rule which 
appointments to 
shall be made 


For more than 
years it has ad- 
ent Civil Serv= 
provides that all 
general agencies 
from those al- 
with the com- 
wise qualified. 


ready connected 
pany and other- 
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READ TOF 


To the literal enforcement of these three rules is attributed, 
in large part, the success, high character and the loyalty of the 


agency force of 


The Northwestern Mutual Life Insurance Company 


of Milwaukee, Wisconsin 
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Miscellaneous Insurance 








Insurance Examiners and Adjusters 








BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 
Phone Rector 8591-538-652 


INSURANCE ADJUSTERS 





Claim Investigations Appraisements (Auto Damage) 
Claim Adjustments Adjustments (Aero Claims) 
Auto Subrogation Claims 














LOSSES ARE ASSETS 


Wen handled with prcper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a fr’endly pol’cyvholder if impressed w.th 
the fairness of an adjustment. 


R. L.. NASE, 
Adjuster for Casualty Companies 
1110 Mutual Bldg., RICHMOND, VA. 


Liability, Compensation, Accident 
and Health Claims 
TERRITORY: 


Virginia and North Carolina 

















Company Representation Wanted 








A PORTO RICO 


firm, conversant with the insurance 
business, is seeking the representation of 
a reliable American Insurance Company 
desiring to canvass that territory, which 
offers an ample field for developing the 
business—preferably one which writes 
both fire and marine risks. 


Address P. O. Box 307, San Juan, 
Porto Rico. 

















ON THE PERSONAL SIDE 

















H. A. Thornton has been appointed by the 
Queen Special Agent of the Eastern Pennsyl- 
vania, Maryland, Delaware and District of 
Columbia field to succeed Sigourney F. Nin- 
inger, who goes to the home office as General 
Agent. 

T. J. Falvey, president of the Massachusetts 
Bonding and Insurance Company, last 
week in Chicago where he conferred with a 
number of the Western representatives of the 
company. — 


was 


Fred C. Lowry of the Western department 
of the A&tna, has completed fifty years of 
service with that company. For the past few 
years he has been a daily report examiner in 
Ohio. The directors of the company 
sented him with the illuminated and embossed 
text of a resolution congratulating him on his 
He was placed on the reserve 


pre- 


long record. 
employees’ force and given a retiring allow- 
The employees and field men of the 
him with a 


ance. 
Western department presented 
silver tea service. 

Frank Kohler, agency superintendent of the 
Manhattan Life Insurance Company, is one 
of the proudest men in New York insurance. 
The members of the $100,000 Club of the Man- 
hattan Life voted to make the month of Oc- 
tober Kohler month and a production of over 
$2,000,000 has been promised. Privately Mr. 
Kohler believes the agents will do much better 
than that and he fairly aches to help them, but 
can scarcely boost his own stock. The tribute 
thus tendered to him is one well deserved to 
a man who has worked faithfully and suc- 
cessfully in the interests of his company for 
many years. 

John H. Vreeland, whose appointment as 
United States manager of the Scottish Union 
and National, as announced, is a man of long 
insurance experience, trained in the Liverpool 








W. K. Boger Makes New Connection 

W.-K. Boger, who started with THe Spec- 
r\ToR, and afterward entered the service of the 
Field, and the 
\merican Insurance Digest, has made an en- 
geagement with the Eastern Underwriter as its 


Insurance latterly was with 


held representative. 


John B. Faatz Metropolitan Manager _ 
The Northwestern Underwriters Agency ot 


Milwaukee has appointed John B. Faatz New 
York metropolitan and. suburban manager. 
Mr, Faatz has been in charge of the company’s 
New York office for some time and has been in 
the service of the Northwestern since 1897. 





\. L. Brooks, geneval counsel of the Jeffer- 
son Standard Life Insurance Company of 
Greensboro, N. C., has applied to James R. 
Young, State Insurance Commissioner for 
North Carolina, for authority to invest in 
homes and home buildings for its employees. 


The circulation of the publications of 
The Spectator Company, including THE 
SpEcTATOR, amounted for the year end- 
ing January I, 1920, to 1,247,605 copies, 
averaging about 24,000 weekly. These 
standard publications, covering life, fire, 
casualty and miscellaneous insurance, 
are recognized as authorities in their par- 
ticular lines, and many have received 
the endorsements of the United States 
Government and State Insurance Depart- 
ments. The statistical and historical 
records of the various insurance com- 
panies, news and educational articles, 
and convincing arguments rendering the 
prospects mind receptive to the solicita- 
tion of insurance men, are thus given 
wide public circulation, constituting the 
most valuable SERVICE to the insur- 
ance companies. 














and London and Globe school. He was with 
the latter company for twenty-two years, ten 
of which were spent as a special agent. Four 
years ago he left its service to become assist- 
Union and Na- 
Last year he 
He has been 


ant secretary of the Scottish 
tional in the American branch. 
was appointed assistant manager. 
active in insurance organizations including the 
Factory Insurance Association, the Eastern 
Union and the New England Automobile Ex- 
change. 

H. D. Hart of Little Rock, Ark., general 
agent for the A*tna Life Insurance Company, 
is making arrangements for the opening of an 
office of the company in Poplar Bluff, Mo. 

H. P. Blanchard, secretary of the Fireman’s 
Fund, is making a trip which will include 
Portland, Seattle, Spokane and Calgary, Alta. 


STATEMENT OF THE OWNERSHIP, MANAGE- 
MENT, CIRCULATION, ETC., REQUIRED 
BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, 


of Tue Spectator, published weekly at New York, 
N. Y., for October 1, 1920. 

State of New York, County of New York. 

Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared Robert W. 
Blake, who, having been duly sworn according to law, 
deposes and says that he is the acting managing editor 
of Tue Spectator, and that the following is, to the 
best of his knowledge and belief, a true statement of 
the ownership, management (and if a daily paper, the 
circulation), etc., of the aforesaid publication for the 
date shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 443, Postal 
Laws and Regulations, printed on the reverse of this 
form, to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 

Publisher—The Spectator Company, 135 William 
street, New York. 


Editor—Arthur L. J. Smith, 135 William street, 
New York. 
Acting Managing Editor—Robert W. Blake, 135 


William street, New York. 

Business Managers—The Board of Directors of The 
Spectator Company, 135 William street, New York. 

2. That the owners are The Spectator Company, 
135 William street, New York. (Give names and ad- 
dresses of individual owners, or, if a corporation, give 
its name and the names and addresses of stockholders 
owning or holding one per cent or more of the total 


amount of stock.)—Robert W. Blake, 135 William 
street, New York; Thos. E. Perkins, 135 William 
street, New York; Arthur L. J. Smith, 135 William 
street, New York; Harry W. Barnard, 135 William 
street, New York; Charles H. Nicoll, 135 William 
street, New York; M. Nicoll, 135 William street, New 
York; L. T. Smith, 135 William street, New York. 


3. That the known bondholders, mortgagees, and 
other security hoiders owning or holding one per cent 
or more of total amount of bonds, mortgages, or other 
securities are: (If there are none, so state.) No bond- 
holders. mortgagees or other security holders. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security hold 
ers. if any, contain not only the list of stockholders 
and security holders as they appear upon the books of 
the company, but also, in cases where the stockholder 
or security holder appears upon the books of the 
company as trustee or in any other fiduciary relation, 
the name of the person or corporation for whom such 
trustee is acting, is given; also that the said two 
peragraphs contain statements embracing affiant’s full 
knowledge and helief as to the circumstances and con 
ditions under which stockholders and security holders 
who do not appear upon the books of the company as 
t-ustees. hold stock and securities in a capacity other 
than that of a bona fide owner; and this affant has no 
1eason to believe that any other person, association, 
or corporation has any interest direct or indirect in 
the said stock, bonds, or other securities than as so 
stated by him. 

Rosert W. BLakeE. 

¥. (Signature of acting managing editor.) 

Sworn to and subscribed before me this 29th day of 
September, 1920. 


_ Notary. Public. Kings County, No. 
filed in New York County. 
(My commission expires Mareh- 20; 4922.) 


Rupotpeu A. Baker, 
63. Certificate 


[Seal] 
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HOME LIFE ea CO. 


SAFETY for NEW YORK 































THE WIDOW’S MONEY WM. A. MARSHALL, President 
The 60th Annual Statement shows admitted Assets of 
Through The, $37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
@ MONTHLY mae the year ah ae $40,000, ory or ha than in 
the previous year. e amount paid to policyholders durin 
a the year was over $4,388,000. . 






For Agency Apply to 
GEORGE W. MURRAY 




























A brilliant presentation of Superintendent of Agents 

the Monthly Income Policy 256 BROADWAY, NEW YORK 
is just off the press and is EE 

ready to supply to those THE WOMAN’S BENEFIT ASSOCIATION 
-desiring a powerful aid to OF THE MACCABEES 

the sale of this great busi- ORGANIZED OCTOBER 1, 1892. 






ness-building policy, now 
just coming into its own. 





Largest Fraternal Benefit Society of Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 
The Rates are Adequate 









































. . The Membership is over 230,000 
Printed attractively as an ihe Reserve re nd is more than $13, :000,000 
s Business Standing is of the Best 
8-page leaflet, vest-pocket Gives Safe Protection to Women and the Children of its Members 
. Cares for its Needy Sick 
size. Its Reviews are Social and Welfare Centers 
Write for information to: 
. : Miss Bina M. West, Miss Frances D. Partridge, 
A Sample Will Convince You Supreme Commander, Supreme Record Keeper, 
Port Huron, Michigan. Port Huron, Michigan 
, Send For It. 
The Insurance Field Company 
INCORPORATED 
P. O. Box 617 Louisville, Ky 







FIRE AND LIFE 


i pASSURANCE CORPORATION, Lid. 


oe RICHA2DSON, United States Manager 


GENERAL BUILDING - 47" & WALNUT STS. 
PHILADELPHIA 
















PUBLIC LIFE INSURANCE CO, |; 


Stability with Fraternity 


THE FRATERNAL AID UNION 


A Fraternal Beneficlary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 


















$500,000 Authorized Capital 


is now offering 

















SPECIAL INDUCEMENTS ON THE LEGAL RESERVE BASIS 
Assets of Two Million Dollars Operating in Thirty-eight States 
for SOMETHING DIFFERENT 
SUPERINTENDENTS and ASSISTANTS V.A. oe eee LAWRENCE, KANSAS 











Correspondence Treated Confidentially 
Write today; we may have just what you want NORTHERN INSURANCE Co. 


OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


LOUIS NAROWETZ, President 





GUSTAVUS B. HOLT, Special Agt 
ALFRED CLOVER, General Manager, 756 Richios Ave, Detvol, Micke | 72 Kilby Street, Boston, Macs 
Chairman of the Board W. B, RAY, Special Agent FRANK G. DELA HUNT, 
erro Haute 720 Racine Eacet, Milwaukee, Wis. 
108 So. La Salle Street CHICAGO, ILLINOIS ©.C. CRANDALL, Special Agent | WO Le ote Mien At 
Cambridge Springs, Penn. 
W. WETZEL 


1526 Bryden E Hoe, ‘Columbus, Ohio 
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‘*OUR BONDS GUARANTEE INTEGRITY’’ 


‘Service “Financial Stability Non-Technical Contracts SB Ge 


THE EMPLOYERS’ ||| acy | fees] CASUALTY 


LIABILITY ASSURANCE CORPORATION, LTD. | BONDS INSURANCE 
OF LONDON : 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 

ileal “alaiailcniaialiae EXCELLENT OPPORTUNITY 


United States Manager for Reliable, Energetic men to represent us in 
33 Broad Street, Boston the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Thos. F. Daly, President DENVER, COLORADO 


NEW YORK 


CHARLES H. HOLLAND, PRESIDENT 














Dwight & Hilles, Resident Mgrs. for N. Y. State, 56 Maiden Lane, N.Y. 





























JHE COLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY | GEORGE WASHINGTON LIFE INSURANCECO. 


Charleston, W. Va. 


The popularity of our SPECIAL CONTRACTS such 
Boston, Massachusetts as ENDOWMENTS at Ages 60, 65, 70 or 75, and our 
MONTHLY INCOME COUPON BOND POLICIES, mean 
SUCCESS to wide awake Insurance Salesmen. 


ARTHUR E. CHILDS, President We also write TOTAL DISABILITY which provides 
for Waiver of Premium and Monthly Income and a clean 


cut DOUBLE INDEMNITY BENEFIT. 
Just at present we have a few attractive Agency 
openings in the State of OHIO. For particulars address: 


C. B. BEAUMONT, State Manager 


LIFE, ACCIDENT, and HEALTH INSURANCE 2205 East 83rd St., Cleveland, Ohio 


Low Guaranteed Rates. 











NEW JERSEY INSURANCE COMPANY 


CAPITAL ONE MILLION DOLLARS 


Head Office: 
40 CLINTON STREET, 
NEWARK, NEW JERSEY 














JACOB R. HALL, President FRANKLIN W. FORT, Vice President 
WM. F. BIRCH, Vice President F. L. BROKAW, Secretary 





Western Department. Pacific Coast Department, 
140 Sansome St., 


Insurance Exchange Bldg., 
an Chicago, San Francisco, Cal. 
H. H. INGALLS, Manacgr SEELEY & CO., Manaczers 


(Cuaran ce intel le 


. Cc. A. PALMER, Prest. W. A. ELDRIDGE, Secretary 
eS ogy S. D. ANDRUS Vice-Prest. and Managing Underwriter. 


swoeeilion The Inter-State Fire Insurance Co. 


@ititelatel OF DETROIT, MICHIGAN 
406-412 DIME BANK BUILDING 
a Ne 5 op $643,391.51 
f . “ Aoi * Wee c + d LIABILITIES, INCLUDING CAPITAL 580,018.60 
fs, ee ra\ ay . for re, lee GERIATR LI 
eB & Slee COCHECTION NET SURPLUS $63,372.91 
B, NOP INDILIT I a= / SURPLUS TO POLICYHOLDERS $322,522.91 
AGENTS WANTED IN MICHIGAN, OHIO, INDIANA AND ILLINOIS 
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NOW READY 


The Insurance Year Book for 1920- 


FORTY-EIGHTH ANNUAL ISSUE 


ANNOUNCEMENT 


THE INSURANCE YEAR BOOK is issued in two volumes for 1920-1921 as heretofore, and embraces numerois 
important features. One contains the statistics of Life, Casualty, Surety and Miscellaneous companies, the other relat»; 
to Fire and Marine Insurance. All the statistical and other matter that they contain has been compiled with the greatest 
care by experienced insurance statisticians, the figures being taken from official reports. These volumes together coi- 
stitute a trustworthy encyclopedia of insurance information. 

The volume devoted to LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE contains t! 
standard tables of Life, Casualty and other Companies brought down to include the official figures of 1919 for each 
company, in comparative form, for a series of years. Other tables show the standing and business transactions of 
Foreign Life and Accident Companies. 

THE FIRE AND MARINE INSURANCE volume contains elaborate statistics of the Fire and Marine Insuran: 
Companies doing business in this country, in comparative form, for five years, (mutual companies, three years), uather 
with details of assets and liabilities, and much other information. Tables are also given showing the status and trans- 
actions of all the principal Stock Fire and Marine Insurance Companies of the world, and much other important informa- 
tion relating to Fire and Marine Insurance. It also embraces statistics showing the means of fire protection in nearly 
8,500 cities and towns in the United States and Canada, and a Directory of 63,000 Agents, Adjusters and Attorneys. 


EACH VOLUME IS COMPLETE IN ITSELF 
LIFE, CASUALTY, SURETY AND MISCELLANEOUS INSURANCE 


The volume devoted to Life, Casualty, Surety and Miscellaneous Insurance contains departments relating to such 


Companies under chapters headed as follows: 


STATUTORY yore STATISTICS OF FOREIGN COMPANIES. 
INSURANCE IN CANADA. LIFE UNDERWRITERS’ ORGANIZATIONS. 
RETIRED AMERICAN COMPANIES. DIRECTORS OF COMPANIES. 
GENERAL AND SPECIAL AGENTS. 

These several chapters apply to the special features of Life and Miscellaneous 

Insurance, and are entirely different from similar chapters enumerated below for 

Fire and Marine Insurance. 


LIFE INSURANCE TRANSACTIONS FOR FIFTY YEARS. 

This is a regular series of tables that have formed an important feature of THE 
YeEAR Book for many years, presenting in comparative form the business transac- 
tions of all the American Life Insurance Companies for fifty years. They show the 
current business of the Life Companies in a concise manner for ready reference. 


COMPENDIUM OF OFFICIAL LIFE INSURANCE REPORTS. 

A very. important series of tables, occupying one hundred and thirty-seven 
pages, giving the comparative exhibits of the business and financial’standing of all the 
Life Insurance Companies of the United States, is presented under this heading. These 
tables are compiled from official reports and form the most comprehensive analysis 
of the annual statements of life insurance companies ever presented. These tables 
have met with great favor since their first publication, and they have been extended 
and improved for the present edition of THE YEAR BOoK. 


FIRE AND MARINE INSURANCE 


The following list of chapter headings indicates some of the prominent features of the Fire and Marine Volume: 


REPORTS OF FIRE INSURANCE COMPANIES. Under this chapter head are STATISTICS OF FOREIGN COMPANIES. INSURANCE IN FOREIGN 
presented detailed statements as of Dec. 31, 1919, of the respective fire and marine | COUNTRIES (embracing special consular reports, etc., from all parts of the world). 
insurance companies and Lloyds operating in the United States, with comparative INSURANCE IN CANADA. LATEST HOME OFFICE STATEMENTS OF 


eres 








LIFE INSURANCE HISTORY. 

Under this heading a tabular exhibit is presented covering the transactions of all 
existing Life Insurance Companies for the past twenty years. The tables show the 
receipts of companies from policyholders, their investments, etc.; disbursements to 
policyholders under separate headings; expenses, total disbursements, new busi- 
ness, insurance in force at the close of each year, assets, liabilities, surplus, and in 
fact all the material points that are contained in the statistics regarding the transac- 
tions of recent years. 


CASUALTY, SURETY AND MISCELLANEOUS INSURANCE. 

A separate section is devoted to these important branches presenting a vast amount 
of information, statistical and otherwise. The section opens with a carefully prepared 
synopsis of the statutory requirements concerning the admission of companies to 
other States. Liability and workmen’s compensation insurance is exhaustively 
treated so as to show the methods of operation, while the plans of other “ee hes 
are also presented. The statistics cover a period of ten years and are arranged 
in an easily comprehended form, while giving all essential items. The department 
of Business by States occupies 140 pages and will be found of great value. 
The fact that everything relating to CASUALTY, SURETY AND MISCELLANEOUS 
| COMPANIESis now brought together makes THE YEAR BooK more valuable than 
| ever to that class of underwriters. 
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tables covering their essential statistics for 5 years (stock companies) or 3 years 
(mutual companies); also giving officials’ and directors’ names; lists of field men and 
territory covered; descriptions of real estate and mortgage loans; descriptions of 
securities owned, with their market values by classes; risks and premiums in force; 
business since organization; data concerning San Francisco and other conflagration 
losses, capital changes and surplus contributions, etc. This chapter embraces the 
following classes of companies: 
Foreign Fire and Marine Ins. Cos. (licensed in the United States); American Mutual 
Fire and Marine Ins. Cos.; Underwriters’ Agencies; Lioyds and Reciprocal Under- 
writers’ Associations; Unlicensed American Fire Ins. Cos.; Unlicensed Foreign Fire 
and Marine Ins. Cos. 


AMERICAN BUSINESS.—NEW YORK CITY PREMIUMS (by companies for 

2 years). FIRE LOSSES IN NEW YORK (47 years). STATE INSURANCE 
OFFICIALS. NEXT LEGISLATIVE SESSIONS. SHORT RATE SCALES. 
FIRE LOSSES IN THE UNITED STATES (45 years) FIRE INSURANCE 
STOCKS AND DIVIDENDS (25 years). NATIONAL BOARD TABLES rg 
remiums and losses, 60 years) TAXATION OF FIRE INSURANCE COM- 
ANIES. RISKS COVERED BY AUTOMOBILE POLICIES. AUTOMATIC 
SPRINKLERS. STATISTICS OF FIRES IN AMERICAN CITIES AND IN 
FOREIGN CITIES. RETIRED COMPANIES. RECEIVERS. UNDER- 
WRITERS’ ORGANIZATIONS. LISTS OF INSURANCE LAWYERS, 
BROKERS AND COMPANIES ACCEPTING SURPLUS LINES, AND IN- 
DEPENDENT. ADJUSTERS. LIST OF STOCK COMPANIES TRANSACTING 
TORNADO INSURANCE. FIRE INSURANCE IN CALIFORNIA FOR 34 
YEARS. FIRE PREMIUMS IN VARIOUS CITIES IN 1919. TAXES PAID 
BY FIRE INSURANCE COMPANIES IN 1919. 


American Stock Fire and Marine Ins. Cos. (licensed) ; 


| ance Companies’’ 
| in this country without the authority of State Insurance departments. 
| to agents, brokers, reinsurance clerks and the insured. 


FOREIGN COMPANIES. 


FIRE DEPARTMENTS AND WATER SUPPLY. —This exceedingly valuat i 
department embraces 484 pages of data concerning the equipment for fire protecti: 
purposes of nearly 8,500 cities and towns in the United States and Canada. The 
information herein presented has been gathered from reliable sources, and forms a 
most useful reference work for practical underwriters. 


NOTABLE CONFLAGRATIONS IN THE WORLD’S HISTORY.—A list of 
the more important fires from B. C. 1897 to A. D. 1920. 
LARGE FIRES IN THE UNITED STATES AND CANADA.—This list compriscs 


| the fires which have occurred in the United States and Canada in the last two centuries 
| and which are believed to have each inflicted damage amounting to at least $1,000,000 


DIRECTORY OF INSURANCE AGENTS IN THE UNITED STATES AN 
CANADA.—A list comprising about 63,000 insurance agents, specifying the sel : 
of business transacted by each. 


UNLICENSED COMPANIES.—In the chapter devoted to “Reports of Fire Ine 
is given much information as to Foreign companies which oper te 
Very useiu 


MARINE DATA.—Policy forms; York-Antwerp Rules, Statistics, etc. 


LLOYDS AND RECIPROCAL UNDERWRITERS.—In the chapter devoted to 
“Reports of Fire Insurance Companies’’ is given much information concerning (¢ 


| numerous Lloyds and exchanges operating in various parts of the country. 


MISCELLANEOUS TABLES.—There are also other tabulations, giving S 


| written and [n force; fire patrols; etc. 


THE INSURANCE YEAR Book during its many years of publication has obtained a recognition among underwriters of all classes a: a 


standard authority upon ail matters pertaining to the business of insurance. 
The volumes are handsomely bound in cloth with heavy board covers, and printed on fine paper ‘with clear, legi! ‘e 


men engaged in field work. 
type. 


It is invaluable to managers of companies as well as to the active 


' PRICES.—The following are the prices of THE INSURANCE YEAR Book, for the separate volumes or for the complete set: 


Life, Casualty,Surety and Miscellaneous Insurance, $10.00. Fire and Marine Insurance, $10.00. Both volumes, when ordered together, $18.10 
Sent prepaid to any address in the United States, or any country in the Postal Union (except Great Britain), on receipt of pr’ ¢: 


to other countries the extra cost of postage to be added. 


All customs charges in foreign countries must be paid by the purcha:- 


THE SPECTATOR COMPANY, 


135 William Street, New York 
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